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Judging from the 
comments received, 
the editorial 


lished in TELEPHONY 


pub- 


of August 21, re- 
garding telephone financing, struck a 
responsive chord in all branches of the 
telephone field. Telephone association lead- 
ers, executives of operating companies and 
investment houses have expressed their 
agreement with the arguments advanced 
in favor of conservative financing, and 
are taking steps to give the article wide 
circulation among their associates. 

The need of prudent, careful action in 
the creation of financing plans—to the end 
that the interests of both service companies 
and concerns handling telephone securities 
are protected—is apparently recognized by 


all. 
x * * 


Representative men in the telephone in- 
dustry perceive and urge the importance 
of a safe financial policy at this time. 
They recognize the fact—often proved by 
history—that a nation, a business concern 
or an individual usually needs to be extra 
careful when most prosperous. 

The man whose nose is close to the 
grindstone, who is struggling hard to make 
hoth ends meet, seldom gets into mischief ; 
he has neither the time nor the inclina- 
tion. He is too busy. It is when easy times 
come to him that the average man is like- 

» “fly high” and get into trouble. 

The same rule holds true with nations 
and with business enterprises. Dangerous 
uflation of prices and excessive expansion 
ire the perils of prosperity. They have 


“boom,” as was witnessed 


lined many a 





TELEPHONE FIELD ALERT, DEMANDS 
CONSERVATIVE FINANCING 


not many months ago in the Florida real 
estate business. 
a * * * 

It is a reassuring sign that telephone 
interests give evidence that they are alert 
to control company financing within safe 
lines for the protection of operators, se- 
For 
State Telephone 


curity brokers and security buyers. 
instance, the Wisconsin 
Association has issued a bulletin to its 
member companies dealing with this ques- 
tion, which describes the situation so aptly 
that it is quoted as follows: 

“Many reports come to the secretary’s 
office regarding the attempted purchase of 
telephone properties, actual sales, etc.. 
accompanied by rumors of prices paid or 
offered which are far in excess of the 
value of property. The association can 
have no objection to the legitimate con- 
solidation of telephone properties which 
result in operating economies, better serv- 
ice, and sounder financing. This appears 
to be the legitimate goal of the business, 
and is the aim of all those really inter- 
ested in the telephone industry. 

If those interested in the telephone busi- 
ness, however, believe that conditions are 


creeping into the affairs of member or 
non-member companies which suggest dis- 
aster or the future, it is their duty, as 
well as their natural right, to demand that 
and _ that 


such steps be taken as will secure a con- 


these conditions be corrected, 


tinued prosperity in their chosen field. 


If unusual and 
excessive prices are 
being paid for tele- 
phone properties and 
securities are being 
floated that have no real relation to the 
value of the plants—if the public is being 
misinformed as to conditions and values— 
then it is time that those who have a real 
interest should band together for the pro- 
tection of the public and their own liveli- 
hood.” 

Secretary W. L. Smith of the Wisconsin 
Association has asked member companies 
to send him information for use in han- 
dling the situation in that state. These 
four questions are asked: 

“Have you noted any activities toward 
the acquisition of telephone properties in 
pri- 
interested in the telephone busi- 


your neighborhood by persons not 
marily 
ness?” 

“Have you any reliable information of 
prices offered or paid that seem out of 
line with good telephone practice?” 

“Have you personally been approached 
by representatives of bond houses, or 
other fiscal agencies, with a proposition to 
consolidate or sell your property?” 

“Have you received letters from finan- 
cial centers offering to finance you in re- 
building or extending your property?” 

The Wisconsin bulletin closes with this 
urgent appeal which should be heeded: 
“Your secretary needs this information if 
he is to be expected to protect the inter- 
ests of those men and women who wish to 
field in 


continue in the Independent 


telephony.” 








on 


14 


The 


has also made the financing question the 


Minnesota Telephone Association 


subject of an official bulletin. Its alert 
and aggressive secretary, J. C. Crowley, 
Jr., did not mince his words any as will 
be noticed by the following paragraphs in 
the letter to member companies: 

“Once more we call your attention to 
the activities of certain individuals who 
are scouring the state to purchase certain 
telephone properties, and are offering two 
and three times more than such properties 
can be made to earn in a legitimate con- 
duct of the telephone business. 

If any of these individuals succeed in 
consummating their deals in this state, it 
will be the duty of this office to cooper- 
ate with the regulatory bodies, and such 
other agencies, in publishing the facts, so 
as to protect the investing public, and 
guard the interests of those who are in 
the industry for a legitimate return upon 
their investment.” 

* * *” *” 


In other words, Secretary Crowley inti- 


mates that the utility commission will not 
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COMING CONVENTIONS. 


New Hampshire, Concord, Parish 
House, September 16 and 17. 


Maine, Augusta, Augusta House, Sep- 
tember 21 and 22. 


Indiana, Indianapolis, Claypool Hotel, 
September 21, 22 and 23. 

Telephone Association of Canada, 
Montreal, Windsor Hotel, October 12, 
13 and 14. 

United States Independent Telephone 
Association, Chicago, Hotel Sherman, 
October 12-15. 


Illinois, Springfield, Hotel Abraham 
Lincoln, November 10 and 11. 


South Dakota, Sioux Falls, January 
13, 14 and 15, 1927. 








permit security issues, nor authorize in- 
creased service rates, to carry out a pro- 
gram of financing that is based on in- 
flated values, and he proposes to take a 
hand in such cases and see that things 
are kept in order. Knowing Secretary 
Crowley as they do and his record for 


getting things done, Minnesota telephone 
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men feel reasonably sure that his word 


of warning will be sufficient. 


‘The Iowa Independent Telephone Asso- 
ciation and the Missouri Telephone Asso- 
ciation are also active in advising their 
member companies as to financing plans. 
and are distributing reprints of the 
TELEPHONY editorial among the telephone 


men of those states. 


'. + * - 


The cash resources of the people of the 
United States are nothing short of amaz- 
ing. When the American Telephone & 
Telegraph Co. issued $154,000,000 of new 
stock recently, 225,000 subscriptions were 
received. Although subscribers were of- 
fered the chance to pay for their stock in 
installments, 84 per cent paid in full. 

The investment reservoir of this coun- 
try is huge beyond belief or calculation. 
Investors have a higher opinion of tele- 
phone securities today than they have ever 
had. In view of these facts, therefore, the 
utmost caution should be exercised by al! 
interests in guarding that good name and 


preserving it untarnished. 


Service from Customer’s Viewpoint 


What Is Good Telephone Service?—Questionnaire Sheds Light on Customer's 
Needs and Approvals—Suggestions for Meeting Problems—Address at Con- 
vention of the Georgia Association of Independent Telephone Companies 


By Carroll O. Bickelhaupt, 


Vice-President, Southern Bell Telephone & Telegraph Co. 


It has long been the policy of the tele- 
phone industry generally to give its cus- 
tomers the very best telephone service pos- 
sible. While we all know that most tele- 
phone companies have earnestly tried to 
interpret to the best of their ability the 
viewpoint and desires of their customers in 
setting up regular practices, I think there 
is no question but that all of us who are 
in the telephone business have occasion to 
wonder now and then whether or not the 
practices we follow are such as meet with 
the complete endorsement and approbation 
of our customers generally. 


Ours is a complex business; one made 
up of a vast number of small transac- 
tions between the telephone company on 
the one hand and individual customers on 
the other. Because we deal with large 
numbers of small transactions, our busi- 
ness practices are necessarily more or less 
standardized. While regularity in prac- 
tices is the success of the 
industry, the fact that a practice has be- 
come a matter of routine does not neces- 


essential to 


sarily, under the rapidly-changing condi- 


tions we encounter in the telephone busi- 
ness, imply that it is always the best prac- 
tice to follow in all details. 

We, in the telephone business, naturally 
have rather definite ideas about what con- 
stitutes good telephone service; yet every 
once in awhile, in discussing some phase 
of our business with a customer, I find 
that I am unconsciously drifting into the 
attitude of defending a practice rather 
than seeking frankly to interpret for my- 
self the point of view of the customer. 

Perhaps I have in the back of my mind 
the knowledge that practices are 
arrived at as the result of long experience 
in the business, and only after painstaking 
analysis and thoroughgoing study. Know- 
ing the spirit with which the telephone in- 
dustry approaches its problems, I probably 
reason almost automatically that this prac- 
tice must be right because the industry has 
studied the matter so ‘thoroughly that it is 
almost impossible to be in error. 

In thinking along this line I have asked 
myself if the telephone industry is devot- 
ing enough thought and attention to the 


our 


The answer prob- 
No matter how much or 
how earnestly we seek to render a service 
which is satisfactory in every respect, we 
probably never can safely say that we have 
gone too far. The goal we are aiming for 
will always be just a little ahead of us. 
This is a fortunate thing for the industry, 
because it is a direct incentive to progress 

The matter of service from the 
tomer’s viewpoint is one which occupies 2 
position of primary importance in the en- 
tire telephone industry today. The 
tomer of the telephone company is a pur- 
chaser of service, and as a purchaser of 
service he has, and is entitled to have, a 
direct interest in that which he buys. Our 
business is to sell him the best telephone 
service possible, and that which most 
nearly meets his individual requirements. 
ior the price he is willing to pay. 

What Is Good Telephone Service? 

What is good telephone service? We all 
know that telephone service, to be con- 
sidered good from the standpoint of the 
telephone industry, must be able to suc- 


customer's viewpoint. 
ably is “No.” 


cus- 


cus- 
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cessfully meet the test of certain rather 


definite technical specifications. Installa- 
tions must be completed promptly, repair 
service must be good, connections must be 
made rapidly and accurately, a high per- 
centage of calls handled must be com- 
pleted on the first attempt, disconnections 
must be made quickly and recalls answered 
without delay. These are only a few of 
the items which enter into good service 
when viewed from the angle of technical 
operations. 

The customer, however, does not look 
at service from a technical standpoint. We 
have all encountered situations where cus- 
tomers criticize the service, although we 
as telephone men were satisfied it was 
technically of a high character. This leads 
to the question of what is good service 
from the customer’s viewpoint. 

Any one who has had experience in the 
telephone business undoubtedly is qualified 
to give an opinion upon this subject, and I 
think it is safe to say that the opinion of 
experienced telephone men with’ respect to 
what the customer thinks of telephone 
service should be given considerable weight 
in any attempt to determine what the cus- 
tomer really wants when he purchases tele- 
phone service. On the other hand, I am 
sur€ in my own mind that my opinion of 
what constitutes good telephone service is 
more or less biased by my knowledge of 
the technique of service and service pro- 
duction; and I think this is true, in some 
degree at least, of telephone men generally. 


Appraising the Customer’s Viewpoint. 


It does not seem possible to give what 
will be regarded by the customer as com- 
pletely good service unless we know what 
it is the customer wants, and in 
terms how he would define good service. 
How, then, shall we appraise the viewpoint 
of the customer? . 

This is a 
southern 


general 


matter to which we in the 
Bell telephone com- 
panies have given a good deal of attention 
during the past year in connection’ with 
our work under a definite program for im- 
proving service from the customer's view- 
point throughout our territory. 

In thinking about it, it has seemed to 
us that possibly the most direct way of 
appraising customer opinion of the service 
night be to go directly to customers and 
isk for a candid expression of their views 
with reference to the telephone company 
and to telephone service. 


+ 


group of 


Before under- 
‘ing to do this, however, we felt that a 
umber of questions should be answered; 
* example, from what angle should the 
istomer be approached? Should we ap- 
‘cach him through the regular telephone 
anization or should we bring in from 
utside the organization experienced in- 
vestigators to make this appraisal for us? 
‘here is much to be said for each plan. 
the one hand, an experienced telephone 
loye is certainly fitted to discuss tele- 
Phone service with his customers; on the 
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other hand, the experienced investigator is 
trained in securing unbiased data and un- 
doubtedly brings an outside viewpoint to 
bear, which might be of substantial value 
in an investigation of this kind. 
Recently certain large electric and gas 
companies have made rather comprehen- 














What Business Requires of Its 
Leaders 

Business today is looking for leaders 
who have prepared themselves by ac- 
quiring not only specific information, 
but a general knowledge of world af- 
fairs. Then business requires that they 
shall merge their qualifications and their 
abilities with those of others to produce 
integrated and efficient organizations. 

In business, as in baseball, the ex- 


_ploits of the individual star are well- 


nigh useless without organization and 
team work and the common pursuit of 
an object that is understood by all. 
Modern business is not a hundred- 
yard dash in which every one runs for 
himself. The corporation is bigger than 
the individual, and it must go forward, 
though individuals drop out and pass 
their burdens to others.—George H. 





Jones, chairman, Standard Oil Com- 
pany of N. J. 
sive appraisals of customer attitude 


through the use of outside investigating 
agencies and these investigations have 
shown some very interesting results. We 
did not feel, however, that we were war- 
ranted in attempting this type of appraisal 
of customer opinion until we had studied 
very carefully the data available through 
our current day-to-day operations. 


Analyzing Criticism and Comment. 


We knew we had an index of customer 
attitude in the comments with regard to 
our service which are made by customers 
every day, and in the service criticisms 
which customers bring to our attention. 
We, therefore, arranged to record and 
analyze our service criticisms in such a 
way as might best reflect the customer’s 
attitude towards the -service. 

It also seemed to us that in our 800 
exchanges in the Southern States our peo- 
ple would be in such close contact with 
their customers that they would be in a 
position to tell us a great deal of what 
they thought about the service. We, there- 
fore, prepared a letter on “Service from 
the Customer’s Viewpoint,” which was sent 
directly to all supervisory employes in the 
organization. 

This letter discussed the whole question, 
pointed out a number of items of service 
which we felt might have a distinct bear- 
ing on customer opinion and made a num- 
ber of suggestions aimed at creating the 
proper viewpoint in our organization 


towards customer suggestions and criti- 





— 
A) 


The letter was also an invitation 
write 


cisms. 

to our 
directly to headquarters any suggestions 
that they might have to make with respect 


supervisory employes to 


to improvement in service from the stand- 
point of the customer’s desires. 

The replies which were received to this 
letter were 
They came from all over the territory— 


interesting and _ instructive. 
from supervising operators, foremen, wire 
chiefs, managers, and district, division and 
general headquarters’ officers. 

They covered practically all the phases 
of telephone operations; 33 per cent had to 
do with the operating methods relating to 
the handling of local calls at the switch- 
board; 8 per cent concerned the handling 
of toll calls; 7 per cent referred to main- 
tenance practices; 7 per cent to business 
office contacts; 5 per 
matters; 5 per cent to the provision of 
facilities, installation 
cent to the provision of better information 


cent to directory 


work, etc.; 5 per 
about the business among our employes, 
and 30 per cent to miscellaneous matters. 


Suggestions Were Constructive. 

Many of these suggestions were distinct- 
ly constructive and have already been in- 
corporated into our practices. Some of 
them had to do with matters which were 
already under consideration, and as to 
which decision will be made when our in- 
vestigations have been completed. Other 
suggestions, of course, were impossible to 
follow. 

As a result of writing this letter to the 
supervisory organization, I think it is safe 
tc say that, entirely aside from the value 
of the suggestions we received, we made 
a long step in the direction of emphasizing, 
and possibly creating in many instances, a 
proper viewpoint with respect to our busi- 
ness operations in the minds of our own 
people. For example, word has gone out 
through our organization that in every dis- 
cussion of matters brought up for decision, 
in every report and in every recommenda- 
tion that is made, the factor of service 
from the customer’s viewpoint is the first 
one to be considered. 

This does not mean that we do not con- 
sider other aspects of the questions that 
arise, including that of costs; but we do 
try, in making our business decisions, to 
thoroughly weigh in a positive and direct 
manner in all the ranks of the organiza- 
tion, the question of service from the cus- 
tomer’s viewpoint before decisions are 
made which affect the 
angle. 

Following the letter to our supervisory 
people, our division organizations empha- 
sized the matter of service from the cus- 
tomer’s viewpoint in connection with rou- 
tine instructions, through the use of spe- 
cial letters, and through making this mat- 
ter the subject of interdepartmental meet- 
ings, at which specific suggestions for im- 
proving the service were thoroughly dis- 


service from any 


cussed by representatives of each of the 
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operating departments. The subject was 
also brought into our plant and _ traffic 
schools so that installers, repairmen and 
operators in training would be thoroughly 
posted as to the company’s policy and 
viewpoint with respect to its service. 


Items Requiring Special Consideration. 

At the same time that we were dis- 
cussing the question of customer attitude 
with our organization, we prepared at 
headquarters, after considerable study and 
discussion, a list of what we considered to 
be the service items that deserved special 
and continuing consideration by the entire 
organization if we were to accomplish our 
aim of improving service from the cus- 
tomer’s viewpoint. 

In making this list we tried to approach 
the matter without giving any special 
weight to the technical aspects of the vari- 
ous items considered. We included mat- 
ters which experience led us to believe 
might, perhaps, not be possible to do with- 
out substantial increases in operating costs. 
We suggested improvement in certain 
phases of service which our technical peo- 
ple told us could not be accomplished in 
the present state of the art. 


Our whole idea was to get before us as 
comprehensive a list as possible of those 
things which we should like to do, if we 
could, with the thought that if we knew 
what we were aiming for and earnestly 
tried to reach our goal, the developments 
in the art and the operating economies re- 
quired would eventually be attained. 

I am taking the liberty of mentioning a 
few of the items which we included in our 
list and to which we are now giving 
earnest consideration throughout our entire 
organization. For example: 


1. Prompt installation of new orders, 
moves and regrades. This includes: 

(a) Arrangements which enable the 
company’s business representatives to be 
in a position to tell customers just what 
can be done to furnish the service re- 
quested and when it can be done; 

(b) Arrangements to put business repre- 
sentatives in a position to discuss fully 
with the customer the types of service 
arrangements—such as_ special wiring 
plans, private branch exchange plans, etc. 
—as will best meet the particular service 
aaa of the individual customer; 
anc 

(c) Arrangements for training and 
thoroughly informing the company’s busi- 
ness representatives so that they may in- 
terpret the company’s policies and prac- 
tices to the customer, and so that they may 
be capable of interpreting the customer’s 
requirements and desires to the company. 


Cooperation Is Essential. 

In the larger cities, to be able to put the 
company’s representatives at the business 
office counter in a position to make definite 
promises requires a high degree of co- 
operation between the business office and 
the other operating departments. One of 
the suggestions made, and one which we 
have developed and made effective in our 
larger cities, was a provision of currently- 
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posted plant-facility maps in _ business 
offices. 

These plant-facility maps are city maps 
on which are indicated, in various colors, 
the sections of the exchange where suffi- 
cient facilities are available to take care 
of the normal demand for telephones; 
those sections having facilities in excess of 
normal and within which new business 
may be canvassed; those sections having 
limited facilities but sufficient to take care 
of immediate demands, and those sections 
having no facilities for the installation of 
additional telephones until relief is 
provided. 

In the case of these latter areas, data is 
shown on the map to indicate when relief 
will be secured by the completion of new 
cable plant, and dates on which facilities 
will be available are shown. These maps 
are revised and brought up to date month- 
ly, or as the various construction projects 
are completed. 

There is nothing new in the idea of pro- 
viding the business office with data as to 
the availability of plant facilities, nor is 
the plant facility map a new idea. We have 
had them before, and I think most tele- 
phone companies have used them at one 
time or another. Our experience with 
them in the past has been that they are a 
step in the right direction, but that some- 
thing more is needed. 

This we have supplied by making it the 
duty of the exchange plant engineer to 
visit the business office, daily if necessary, 
and talk over with the local business office 
representatives all facility projects contem- 
plated or in progress. This gives our rep- 
resentatives at the counter a first-hand 
knowledge of the construction work in 
progress, what it contemplates, and when 
it will be completed. It puts our counter 
men in a position to tell customers when 
we will install telephones in given sections, 
why it cannot be done today—if that is the 
case—and to discuss generally with them 
the work which will be necessary to in- 
stall a telephone. 

Frankly, when we first began to look 
into this matter, we found that our repre- 
sentatives at the counters rather hesitated 
to make definite promises, because they 
felt that the chance of their promises being 
performed was sometimes very remote in- 
deed. However, I think the facility map 
and the daily visit of the plant engineer to 
the business office have done away with 
this feeling. Our people in the business 
offices are thoroughly informed as to the 
progress of construction work and are able 
to make commitments that satisfy their 
customers. 

In this connection our experience indi- 
cates clearly that the customer who is told 
his telephone cannot be installed for a 
certain period, pending the completion of 
construction, is not apt to criticize if we 
can make him a definite promise that he 
will have his telephone by a certain date. 
On the other hand, indefiniteness, or the 
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expression of a hope that he will get tele- 
phone service eventually, leads to severe 
criticism of the company’s _ business 
methods. 

Along this line, we now have up for 
consideration replacing our facility maps 
by a loose-leaf, numerical street number 
directory, showing opposite the street num- 
ber of each premise accurate information 
as to the plant facility status. Our idea 
is that this data would be worked up in 
the assignment bureau and up-to-date re- 
placing sheets furnished daily, or as often 
as necessary, to the business office. 

The Installation Problem. 

We also have found, in studying the 
matter of prompt installation of service, 
that there was room for substantial im- 
provement in the speed with which we 
handle the chain of processes from the 
subscriber’s order to the completion of in- 
stallation. About a year ago we began a 
simple set of records in our larger cities 
which provide current information with 
respect to the promptness of service order 
completions. 

Following an analysis of the data pro- 
vided by these records we have been able 
to materially improve the speed with 
which service orders are worked. One of 
the things this record soon developed was 
that the greatest need for improvement 
with us lay in expediting the clerical rou- 
tine of issuing, assigning and dispatching 
orders. By cutting some of the obvious 
corners and eliminating some of the un- 
necessary delays, we materially improved 
our speed. 

We are now improving our assignment 
records and experimenting with more 
rapid assignment processes, which we con- 
fidently expect will materially shorten the 
time taken to complete service orders. 

Another item on our program is: 

2. The elimination from our billing 
practices of possible sources of irritation 
to customers. 

Suggestions Under Consideration. 

In connection with this item we have a 
list of some 24 suggestions, some of which 
have been already adopted, others of which 
are under consideration. Typical of these 
suggestions are the following: 


a. Bring all charges that are billed in 
arrears up to the date of the bill. 

b. Withhold billing when change of ad- 
dress order is pending. 

c. Remove from the bill all reference 
to denial of service for non-payment. 

d. Indicate on the bill the office hours 
of the office where it is payable. 

e. Provide space on the customer’s stub 
for a record of check payments. 

f. Attach an adequate explanation to 
the bill when billing special items, due to 
changes in seryice or equipment, directory 
advertising, etc. 

g. On final bills itemize current charges 
that have been previously billed rather than 
lump these charges as a “balance due on 
bill previously rendered” item. 


Another matter we have in mind is to: 
3. Improve auxiliary service, both from 
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a technical standpoint and from the stand- 
point of satisfying the customer. This 
includes the following types of service: 

a. Intercept service. 

b. Information service. 

c. Telephone company’s 
branch exchange service. 

d. Test desk service. 

e. Repair clerk’s desk service. 

f. Chief operator’s desk service. 

In dealing with auxiliary services we 
have found that the surest way to get im- 
provement is to place these types of service 
under routine observation. At the present 
time 24 per cent of our auxiliary service 
bureaus are under observation and the 
necessary equipment changes are under 
way, so that before the end of the year 
we expect to have practically all of our 
auxiliary service bureaus observed. Im- 
provement in the handling of these impor- 
tant adjuncts of telephone service, brought 
about through observation and prompt cor- 
rection of service faults, has been marked. 

In connection with intercept service we 
soon found that the best way to improve 
service from the customer’s viewpoint was 
to limit requirements for intercept service 
to the very minimum possible. No matter 
how perfect intercept service may be, the 
fact that a customer in making a call en- 
counters an intercept operator, rather than 
the called person, is a possible source of 
irritation. We are, therefore, endeavoring 
in every way to limit number changes be- 
tween directory dates and, where number 
changes are absolutely essential from an 
operating standpoint, to carefully select 
the particular lines to be changed, when 
this can be done, so as to avoid disturbing 
customers who have a large volume of 
incoming traffic. 


own private 


Improving the Toll Service. 

4. Improvement in toll service: 

About the most striking thing that has 
been done recently to improve toll service 
from the customer’s viewpoint has been 
the introduction of the combined line and 
recording operating method. 

Under the usual single-ticket method of 
toll board operation, the average speed of 
service at the present time is roughly about 
seven minutes. Under the combined line 
and recording method introduced this year 
in a number of our southern cities, we are 
getting an average speed of about two 
minutes; and, what is much more impor- 
tant from the standpoint of the customer, 
the calling person is able to hold the tele- 
phone while his long distance call is being 
completed on a great majority of all long 
distance calls. 

Better toll operating room management 
is steadily improving toll service and the 
AB method of operation is being rapidly 
‘xtended to short haul traffic. Special 
ittention is also being given to improving 
oll line transmission and maintenance. 
Improving Trouble Performance. 

5. Trouble clearing: 
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In approaching this phase of our opera- 
tions from the angle of service from the 
customer’s viewpoint we believe that our 
first effort should be to reduce the actual 
number of troubles. Our program for im- 
proving exchange trouble performance in- 
cludes the following items: 

a. Concentrate on troubles 
more promptly. 

b. Establish performance objectives as 
to number of reports and troubles and as 
to clearing times. 

c. Give special attention to repeated 
troubles. 

d. Improve testing facilities. 
e. Improve personnel of 
forces. ; ; 

f. Give more attention to the selection 
and training of repair clerks. ; 

g. Install equipment for observing work 
of repair and test desk forces. 


clearing 


test desk 


These are only a few of the service 
items we have definitely programmed for 
improvement, but their enumeration serves 
to indicate the type of effort we are 
making to improve our general service 
from the viewpoint of the customer. 

As I have thought about this program, 
it has occurred to me that the things which 
we are trying to do are the very things 
that every telephone company has been 
working on and driving at ever since the 
telephone business had its beginning. After 
all, there is nothing new and nothing novel 
in the idea of improving service. 

What we are trying to do is to bring 
to the problem a little different point of 
view and, perhaps, a little different spirit. 
We are trying to place more emphasis on 
certain aspects of the very questions which 
we have been working with and studying 
for years, and which will always be mat- 
ters for improvement. 

Perhaps one way of indicating this view- 
point is to state what I believe to be a 
fact, that we in the telephone business, 
because of the multitude of business trans- 
actions we complete each day, are accus- 
tomed to think about our service from the 
standpoint of averages rather than of in- 
dividual transactions. We say, for ex- 
ample, that our average speed of toll serv- 
ice is seven minutes, and we feel, as we 
have a right to feel, that this is evidence 
of a good toll operating job. 


Measuring Individual Transactions. 

When we say that the average speed of 
service is seven minutes, however, we do 
not mean that every toll call is completed 
in seven minutes. Many calls will be com- 
pleted in less than seven minutes; many 
calls will take more than seven minutes to 
complete. For example, with an average 
speed of seven minutes we know that ap- 
proximately 20 per cent of the calls will 
not be completed within ten minutes, and 
that roughly 3 per cent of the calls will be 
delayed in excess of 20 minutes. This, 
then, is the problem. 

Technically seven-minute service is good. 
From the standpoint of the customer who 
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has to wait 20 minutes or longer for a 
toll call, however, the service is not good. 
We give good average service, but some 
of it is poor. When we look at this par- 
ticular service problem from the stand- 
point of the customer it becomes quite 
apparent that it is more important for us 
to endeavor to decrease the number of 
calls subject to rather long delays than to 
devote all of our effort to improving the 
average speed. 


I do not mean to say that we should not 
strive at improvement in technical effi- 
ciency. Common sense tells us that good 
customer relations cannot be had unless the 
service is good. [| thoroughly believe, 
however, that something more is needed 
than good technical performance. To be 
entirely satisfactory, service that is tech- 
nically good must also reflect the true per- 
sonality of service. It must be a service 
that the customer recognizes is grounded 
on his own viewpoint of what telephone 
service should be. It must be rendered in 
such a way that the customer does not 
feel that he is dealing with a machine. 

The way in which we handle each 
transaction should indicate plainly to our 
patrons that we value the business which 
they bring us; that we take pride in serv- 
ing them as individuals, and that we are 
giving individual attention to their transac- 
tions with us. 


A Practical Matter, After All. 

Fundamentally there is no difference be- 
tween the telephone business and other 
businesses. Every telephone employe is 
a salesman; what he has to sell is service; 
unless his product satisfies his customer, 
his company is not taking full advantage 
of its market. 

There is nothing theoretical or technical 
about this viewpoint. It is nothing but 
practical, business common sense and I be- 
lieve you will agree with me that it is as 
essential to the proper development of the 
telephone industry as have been the won- 
derful technical developments in the art of 
communications on 
rests. 


which our business 

Recently I had the opportunity of re- 
viewing data which indicate very clearly 
that technically the telephone service of 
the United States was better during the 
past year than in any of the preceding 50 
years telephone was invented. 
Service during the early months of 1926 
is even better than it was last year. 


since the 


If we knew positively that there could 
be no improvement of kind in the 
technical features of service during the 
next ten years—a situation which we know 
to be impossible—I think every man who 
operates a telephone property would agree 
that much could still be done to improve 
the service from the customer’s viewpoint. 
One of the most important things which 
the industry can do today is te pledge 
itself to such a program. 


any 


The Straws of Service Tell a Story 


The Winds of Public Opinion Can Be Ascertained by Giving Attention to 






the Detail Straws—-Money and Good Will Necessary to Successfully Oper- 
ate a Company—Paper Presented at Kansas and Oklahoma Conventions 


By Miss Anne Barnes, 


Special Representative, Traffic Section, United States Independent Telephone Association 


The old, old saying, “straws show which 
way the wind is blowing,” with which you 
are all familiar, was originated by a sim- 
ple-minded boy over in Ireland. 

One day he was observed standing in 
the busy market place, holding a straw 
between his fingers. Suddenly he let go 
of it, and the wind carried it southward. 
As he watched it blow away, he kept ex- 
claiming excitedly to the people in the 
market place: “The wind is in the north 
today! The wind is in the north today!” 

Public opinion has its north and south 
winds. Truly, the straws of service, the 
little detail straws, show which way the 
wind is blowing, according to public opin- 
ion. 

Recently I heard a story about an Eng- 
lishman which I thought quite amusing. 
You know, the telephone does not play 
such an important part in the business and 
social life of the people over in England 
as it does in America. Consequently, its 
value as a time-saver and a convenience 
is yet unknown to many over there. That 
is my first excuse- for the Englishman in 
the story I am about to tell. My second 
excuse is—well, maybe the story is not 
true. 

An Englishman strolled into a telephone 
exhibit at the British exhibition at Wim- 
bledon last year. Noticing a row of tele- 
phones set on a table, he stepped up and 
peered into the mouthpiece of each of 
them, before a certain thought dawned on 
him that he was not looking into tele- 
scopes. At any rate, he evidently saw his 
mistake, as he hurriedly left the room. 

The American public knows that the 
telephone is not a telescope. The average 
American knows that he can talk through 
his telephone at any time and to most any- 
where. But, aside from that, he knows 
little else more than the Englishman 
learned after peering into the telephone 
mouthpieces. Who is to blafhe for this? 

John Hicks, manager at Main Street, 
says to Katy, his operator: “It’s about 
time I am getting out to solicit some ad- 
vertising from the merchants for our new 
directory, Katy.” 

Sometimes he has a difficult time to get 
merchants to buy advertising space as 


they say: “What good does it do to ad- 
vertise in a telephone directory when no 
one uses the book?” 

Then is John Hicks’ opportunity to give 
a bit of 
telephone 
which he is in business. 


information about his 
thing for 


valuable 


service—the only 





“But, what’s the use,” he argues back to 
himself, although he knows that many 
numbers will be changed when the new 
switchboard is installed. By the way, he 
fails to mention the new board of mod- 
ern type that soon will replace the old one, 
although there has been no other busi- 
ness transaction in Main street for months, 

















“Truly the Straws of Service,’’ Says Miss 
Barnes, ‘“‘Show Which Way the Wind Is 

Blowing, According to Public Opinion.” 
outside of the banks, which has involved 
so much money. That’s John Hick’s way. 

Katy is a good operator, an up-to-date 
human directory, a good collector and a 
good bookkeeper. 

“T wish Katy were half a dozen people 
instead of one,” sighed John Hicks when 
he sees her start out collecting, leaving 
Cora Stone at the board. Cora was never 
known to carry more than one number 
in her head at the same time without 
mixing them, the elevator man told Katy 
when she was out collecting one day. And 
then, he continued: “I thought I heard 
John had bought a new-fangled board 
which guaranteed faster service. It’s as 
slow as molasses in winter when you are 
not or duty, Katy.” 

That was Katy’s opportunity to give 
one of her busiest subscribers a bit of 
valuable information about how to insure 
for himself at all hours of the day rapid 
and efficient service. But Katy wanted all 
that little glory for herself alone, so she 
murmured something about many num- 
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bers being changed; however, she failed 
to add that the new directory was right 
up-to-date. That’s Katy’s way. 

Subscribers form their impressions of 
telephone service in various ways—some- 
times by trifling incidents. I am thinking 
today, particularly, of the service ren- 
dered in small offices. My observations 
are not based on operating alone, but on 
all phases of telephone service rendered in 
small towns—in the Main Streets of Amer- 
ica. Main Street service may be defined 
in this way: “Hello, Cora, what's the 
news? Is it a boy?” 

I am surely glad our operators in Main 
Street centrals can give a more personal 
service, but we must not make it so per- 
sonal that we will be classed as general 
information bureaus. Nor must we give 
canned service. Canned service is the 
stumbling block in city service. 

I will tell you the of a Main 
Street subscriber’s impressions of tele- 
phone service in Main Street and Crystal 
City. Hulda Jergens, the little old-maid 
seamstress who went out sewing by the 
day, had been employed in about every 
home in Main Street. She lived all alone 
after her sister married and went to Crys- 
tal City to live. 

As Hulda went about from home to 
home, it was natural that news of all 
sorts would be discussed. Occasionally, 
some of these news dispensers took a 
whack at Central along this line: “Those 
operators don’t tend to business.” 

Perhaps some one oi them had had a 
little taste of Crystal City service and, 
if so, such a one would say: “In Crystal 
City you get service that I call service.” 
Just like that she said it. ‘ 

Although Hulda had never lived in 
Crystal City, she did know this about 
Main Street service: She always got what 


story 


she asked for if Central knew it. And, 
if Central did not know it, she found 
someone who did. Now, that is what 


Hulda called service that is service. So 
Hulda held her own counsel. 

One Christmas her sister invited her to 
Crystal City for a week’s visit. Hulda 
was not busy so she went. It so happened 
that her sister was to do quite a bit of 
entertaining and Hulda helped her get 
ready for it. 

The first morning Hulda came down 
the stairway of her sister’s home, she saw 
the clock and telephone in the same cor- 
ner. It is strange how a clock makes 
people in small towns think of a telephone, 














September 4, 1926. 


and a telephone makes them think of a 
I suppose it is because they use the 
telephone as a clock, no matter what sort 


clock. 


if a clock Central may have. 

“T wonder if that clock is right,” 
mused Hulda. “Well, I'll soon find out 
and at the same time get my first experi- 
ence with city telephone service.” 

“Oh, I don’t want any number, Central, 
but what time have you, please?” 

“IT am sorry, but we don’t give that in- 
formation,’ came back into Hulda’s ear. 
She was so surprised that she stood there 
holding the receiver to her ear. 

“I will give you the supervisor,” said 
the voice before she recovered herself. 

“No, don’t go to any more trouble. I 
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just wondered whether our clock is right,” 
she said, hanging up the receiver. 

“Is that you, Hulda?’ 
from the kitchen. “Do something for me. 
Call list the tele- 
phone and by that time I will have break- 


, 


called her sister 


my grocery there on 
fast ready.” 

“What grocery, Mary?” 

“Oh, Jensen's. I never can remember 
the number, but the directory is hanging 
on the telephone.” 

Hulda 


telephone directory back home was some- 


Now, the only use had for a 


thing thick enough to set a hot iron on or, 


perhaps, to give to fretful children to 
scribble in while she visited with their 
mothers. So she just naturally put the 
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receiver to her ear without looking for 


the number. “Number, please?” came that 


voice again. But it meant nothing to 
Hulda, as that was what the girls back 
home sometimes said. 

“Give me Jensen's grocery, please.” 

“What is the number, please?” 

“Say, Mary, the folks at Main Street 


have been bragging about your telephone 
service, but I like ours better,” said Hulda 
later. 

“Why, Hulda?” 

“Well, our girls are more accommodat- 
ing. 
time, and she would not give me Jensen’s. 
She operator in- 
stead of looking up the number herself. 


Your Central would not give me the 


referred me to another 
Our girls never think of asking me for a 
number.” 

“But, sister, you will notice before the 
week is over that our Central is right on 
the dot the minute you get the receiver to 
your ear—any time of the day or night. 


Now, you know you often have to wait 
at Main Street. 

“There are certain times of the day 
when your service is real slow. For in- 


stance, when Katy is on duty you are 
answered quickly, because she knows all 
the numbers, and the other operators do 
not. And, besides, you can not depend on 
She the 


ory for numbers. It takes longer to get a 


Cora Stone. has poorest mem- 
call through when she is on duty than it 
would if you looked up the number your- 
self. 


ber if you depend on her.” 


You are sure to get the wrong num- 


This story cites only a few of the many 


too personal elements that Main Street 
operators frequently instill into service. 
These things are not service. They are 


complications. They frequently bar quick 
service, especially when new operators are 
on duty. 


Subscribers form their impressions of 
the appearance of 
our offices when they come up to pay their 


bills. 


impressed when they observe neat, orderly 


service, sometimes by 


They cannot help being favorably 


rooms, and evident system in our dispatch 
of our work. This favorable impression 
the time 
to wait on them, unhurriedly, especially 


throughout the 


grows when we take necessary 


when we are courteous 


transaction, no matter what way it turns 
subscribers form their impres- 


The 


programs 


Many 
sions by what they read about us. 
educational 


various telephone 


and newspaper publicity are proving of 
great value in educating our public to the 
yalue of service, correctly used by it and 
rendered by the companies. 

I visited a Main Street office recently, 
in which a manager was putting on a pub- 
licity campaign. The nature of the cam- 
paign was a prize essay contest offered by 
the company to the school children for 
writing essays on the subject, “What Tel- 
ephone Service Means to 


Rural Communities.” The 


Residents in 


faculty 


school 
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was to make the decisions as to the prize- 
winning essay. 

It was amusing to watch those children 
bringing in their papers to the manager. 
They were round-eyed with curiosity and 
interest, and seemed to take in everything 
about that office in one mental gulp. 

I could visualize them in their homes 
in the evening when they gathered around 
the supper table or in the living room 
after supper. I seemed to hear them say: 
“Dad, I entered the telephone prize-essay 
contest. Tell me some of the advantages 
of the telephone in rural communities.” 

Her is the gist of a story written by 
one little girl—a future subscriber : 

“The telephone is a saver of time and 
labor. The cost is small when compared 
with the many uses a telephone can be put 
to. When anyone gets sick, we can sum- 
mon a doctor quickly instead of going 
after him. Help can be summoned when 
cattle or horses are sick or hurt. Farmers 
can send and receive telegrams by tele- 
phone. They can also get the latest mar- 
kets and thus sell at highest prices. They 
can secure help in harvest time, call the 
neighbors when stock strays, or is stolen, 
and ask them to help locate them. 

In case of automobile accidents, now 
so frequent on country roads, assistance 
can be gotten quickly by telephone. When 
farmers’ houses or barns take fire, they 
can summon the neighbors to help put the 
fire out. The farmers’ wives find the tele- 
phone of great value in giving grocery 
orders. And they surely while away many 
lonely hours visiting with relatives and 
friends over the telephone.” 

These essay contests are proving of very 
great value to many telephone companies. 
After the prizes have been awarded, the 
best essays are published in the local 
newspapers. 

The reason Mrs. Murphy trades at the 
corner grocery instead of any other at 
Main street is because she believes she is 
getting the best for her money there, and 
not because of any sentiment she has re- 
garding the establishment of its employes. 

That same Mrs. Murphy is a telephone 
subscriber of yours, Mr. Manager. What 
she wants is good telephone service; serv- 
ice that is answered promptly, installed 
properly, repaired quickly, and billed ac- 
curately. There is no sentiment in her 
mind regarding the company and its em- 
ployes that will keep her silent or modify 
her criticism, if she feels she is not getting 
what she is paying for. 

Mrs. Murphy’s contacts with company 
representatives are not all with the opera- 
tors, although a large percentage of them 
are. What is her state of mind when she 
looks out of her window and exclaims to 
someone in the room, “There comes that 
pesky lineman from the telephone company 
to track up my good rugs again.” 

Bill Jones, remove your rubbers before 
you go in on Mrs. Murphy’s good rugs. 
Don’t you do that at home? Do not have 
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her follow up the completion of your work 
with the broom. Remember, you are the 
company’s representative, Bill Jones. 

When Bill Jones met Mrs. Murphy down 
street last week, she said: “Say, Bill, my 
sister has just moved into the new bun- 
galow down street and she wants a tele- 
phone right away. How soon can you get 
it in?” 

What should Bill have said? 

“T can put it in this afternoon, Mrs. 
Murphy, if you will tell your sister to 
come into the office and make application. 
You see our company has to have a writ- 
ten record of her application for service. 
Besides, we want to be sure she gets a 
correct directory listing.” 

Well, we will say that was just what 
Bill said. In the afternoon Mrs. Murphy’s 
sister came in and made application for a 
telephone. While she was waiting, she re- 
ceived her first impression of a neat, busi- 
nesslike central office. 

The bookkeeper got out a contract form 
and, in a cordial and business-like manner, 
tactfully explained the company’s billing 
methods—that bills were payable within a 
specified time; and she made it clear that 
applicants signing for telephone service 
were required to comply with the terms 
of the contract. 

People dislike being “dunned,” especial- 
ly if they have overlooked paying a bill. 
This is not so likely to happen if care is 
taken to explain the terms of the contract. 

One time when Mrs. Murphy’s sister 
was visiting a friend over in a neighbor- 
ing town, her hostess found a notice in the 
mail box to the effect that her telephone 
rent was past due and suggested, apolo- 
getically, that she try to make a. payment 
soon. Now, the Limpalong Telephone Co. 
did not require applicants for its service 
to sign a contract; consequently, this sub- 
scriber knew very little about the necessity 
for prompt payment. 

Of course, there was no excuse for her 
losing her temper. She flew to the ‘tele- 
phone, in a rage, called the manager and 
told him just what she thought of him and 
his “rotten service.” Furthermore, she 
would pay her bill when she got good and 
ready and, if he sent another bill, she 
would never pay for it. 

He probably told her that he would 
have to cut her telephone off from service. 
But she had the last fling back: “That 
won’t be anything new. Those operators 
cut me off every time I talk anyway.” 

Then she hung up all out of breath and 
gave Mrs. Murphy’s sister a rehash of 
what was said at the other end of the line 
by that “impudent manager.” 

I think it was fortunate, don’t you, that 
the visitor happened to be a subscriber of 
another telephone company rather than a 
Limpalong subscriber? And that this 
other telephone company had such a good 
understanding regarding its payments? 

As Mrs. Murphy’s sister said after- 
wards to her husband: “I told Margery 
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about the terms of: our telephone contract 
and she said, ‘Well, how should I know. 
This manager never told us when he 
wanted his money. We ordered the tele- 
phone and he sent a man right out to put 
it in. We never saw a contract, or were 
told a thing about terms.’ ” 

In the beginning of this story I said 
that John Hicks’ Katy was a good col- 
lector. She was. However, it is not safe 
for a manager to measure the success of 
his collector only by the money she brings 
in. He must check her’ methods, 
occasionally. 

Now, there was Hetty Sharp. She was 
as successful as a surgeon when it came 
to getting what she went after. But she 
sometimes left bad after-effects. 

“What is my telephone bill?” asks poor 
little Mrs. Hard-up, who was told that 
morning by Hetty to come in and settle 
her telephone bill or she would be cut off 
from service. 

“You owe $2.50,” says Hetty uncom- 
promisingly, as she tears the receipt crisply 
from her pad. As Mrs. Hard-up crushes 
the receipt into her worn little purse, there 
is not a human sound in the room—not 
even “Thank you.” 

How much better it would have been 
had Hetty said that morning over the 
telephone, “Mrs. Hard-up, this is the tele- 
phone company. We thought, perhaps, you 
had overlooked your telephone bill. Will 
you arrange to come in today to take care 
of it, please?” 

Undoubtedly Hetty Sharp will bring 
in the money, but it takes money and good 
will to conduct a company successfully. 

Public opinion has its north and south 
winds. Truly, the straws of service—the 
little detail straws—show which way the 
wind is blowing, according to public 
opinion. 

How goes it, Mr. Manager? Miss Cen- 
tral? Miss Commercial? Mr. Lineman? 
Is the wind of public opinion in the south 
today for your company? 


Federal Trade Body Investigating 

Senate Radio Monopoly Charges. 

Investigation of the radio industry is 
being undertaken by the Federal Trade 
Commission in connection with its general 
inquiry into charges made in the senate of 
a General Electric monopoly in_ this 
country. 

While officials of the commission de- 
clined on August 26 to discuss details of 
the inquiry, it is known that they are espe- 
cially interested in a new contract entered 
into by the American Telephone & Tele- 
graph Co., the Radio Corp. of America, 
General Electric Co., Western Electric Co. 
and Westinghouse company. 

The principal angle of the new contract 
is reported to be the right given to the 
American Telephone & Telegraph Co. to 
develop the inter-oceanic telephone. The 
agreement supersedes one made long ago 
and involving a radio patent pool. 












The Company in Its Many Relations 


Joint Construction Leads to Better Maintenance—Suggestions Regarding the 


Problem of the Rural Systems—Public Appreciation of Utility People and 
Their Work—Address at Annual Convention of New Hampshire Association 


By D. W. White, 


Engineer New Hampshire Public Service Commission, Concord, N. H. 


The human mind is inherently lazy. Its 
height of bliss seems to be summed up in 
that amazing old epitaph to a charwoman, 
in Chiswick churchyard, in England. Her 
last words on earth were: 


Dear Friends, I am going 

Where washing ain’t done, nor sweeping, 
nor sewing, 

But everything there is exact to my wishes, 

For when they don’t eat, there’s no wash- 
ing of dishes. 

I'll be where loud anthems will always be 
ringing, 

But, having -no voice, I'll be out of the 
singing. 

Don’t mourn for me now; don’t mourn 
for me never; 

I'm going to do nothing forever and ever. 


If the old charwoman had only lived in 
the United States, where on January 1, 
1925, there were 13,406,777 consumers of 
domestic light—in these modern days of 
gas stoves, vacuum cleaners, electric 
motors for sewing machines, washing 
machines, and victrolas—she could have 
almost had her wish to “do nothing for- 
ever” without dying. 


That thousands of other families are 
soon to receive these advantages can easily 
be predicted when we bear in mind that 
there was 8.4 per cent more electrical de- 
velopment in the first six months of 1925 
than last year, and that 951,000 horse- 
power was added to the water power de- 
velopment, 99 per cent of which was for 
utility purposes. 

On August 11, 1925, the last of 9,500 
splices were made in Ohio, in by far the 
longest telephone cable yet installed. This 
line connects New York and Chicago. The 
overall length of the cable is 861 miles, 
717 miles being supported overhead by 
36,000 poles and 144 miles being under- 
ground. Including the items of repeating 
stations and apparatus, the total cost of 
the cable when fully equipped will amount 
to $25,000,000. 

The cable will provide simultaneously 
more than 250 telephone channels and 500 
telegraph channels. To provide the same 
facilities by open-wire construction would 
require 10 pole lines of the usual type, 
each carrying about 50 wires, 10 rights of 
way and ten times as many poles. 

‘ou may all recall that there are more 
than 48,000,000 miles of telephone wires in 
use in the United States today; that this is 
Strung on 370,000 miles of pole lines; that 
it takes 15,000,000 poles, or enouzh to 





reach around the earth 15 times; and that 
it requires a forest of 600,000 poles for 
annual replacements. 


All of these vast properties of the pub- 
lic utilities are owned, not by a few multi- 
millionaires, but by approximately 3% 
million individual stockholders. A _ vast 
number of other people are vitally inter- 
ested in utility property and its equitable 
management because their own money is 
invested through savings institutions and 
the securities that back insurance policies. 


When Joint Poles Are Advisable. 


I would say, then, that I believe that 
wherever there is to be an extension of 
either telephone or electric lines, there 
should be a joint survey of the proposed 
line. The location of poles should be such 
as to accommodate both parties in the 
most satisfactory manner. A joint use 
should be made or provided for if there 
is a reasonable expectation by the utility 
building the line that the other utility will 
come on within the minimum of life of the 
supports. This will diminish the number 
of poles required almost one-half. 

The pole cost is soon to be an advancing 
factor in making extensions and in main- 
tenance. In the New York to Chicago 
cable line, 384,000 more poles would have 
been required had the construction been of 
the open-wire type. This would make a 
big hole in the present New England pole 
stumpage. 

With the establishment of plans for 
joint construction in the very beginning, 
there would be a much closer understand- 
ing and an appreciation of the other 
party’s problems. It would lead to a co- 
operation that would help to minimize all 
difficulties. Joint or cooperative construc- 
tion leads to better maintenance—and good 
maintenance, in the long run, is_ the 
cheaper. Anything that legitimately dimin- 
ishes cost is reflected back to the owners 
and likewise to the patrons. 

Every business has its problems, its ups 
and downs. Every manufacturer is con- 
fronted with periods of prosperity and 
depression. If the management is success- 
ful, its reward is competency; if other- 
wise, the enterprise ends in bankruptcy. 

Public utilities are in a somewhat differ- 
ent class. They are surrounded by certain 
restrictions. Undoubtedly there are times 
when these seem somewhat irksome. Yet 
it seems to be the consensus of opinion of 
the great majority of prominent utility 
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operators that these restrictions have 
operated for the ultimate advantage of the 
utility itself and the public at large. 


On the other hand, public utilities are 
benefited by certain advantages. They are 
given exclusive territorial jurisdiction, pro- 
vided they give proper service. They are 
allowed rates that will properly recom- 
pense them and are protected against un- 
just competition. They are given the 
opportunity to establish and maintain a 
legitimate business founded on correct eco- 
nomic and business principles, and given 
time to demonstrate the practicability of 
the project without being crushed by un- 
reasonable competition. 

Public utilities should cater to and vital- 
ize the prosperity of their respective com- 
munities. They are the most potent fac- 
tors in its development and advancement. 
Into the hands of a public utility manager 
and all of his associates are given the keys 
that open the doors to the present and 
future progress, or lock the doors on stag- 
nation and decline. 

This is an assembly of New Hampshire 
telephone men—to a large extent repre- 
senting the small companies dealing with 
rural or so-called farmer lines. I con- 
sider yours the most difficult of all the 
public utility problems. When a person 
asks for electric service some distance 
from the present line, it is comparatively 
easy to estimate the probable cost and tell 
him under what equitable terms he can 
receive service. But when I travel mile 
after mile over rural lines where the fields, 
pastures and cut-over lands and roads are 
fast returning to the primeval state, I am 
nonplussed by the problem. 

I neither have the scientific learning, nor 
the technical knowledge necessary, to en- 
able me to advise how to adequately tackle 
the work required to rejuvenate these 
rural systems. It must be done, however. 
People living back from the main thor- 
oughfares, isolated from town and city en- 
vironment, must have at least a telephone, 
or they will eventually abandon the old 
homestead. Your work then is to give 
them good service. 

A Fundamental Rule. 

As one factor, let me advise you to 
establish the fundamental rule, when a 
person wants service beyond your present 
lines, or when the patron is to furnish the 
poles, that you accept none unless it has 
a probable life of from 15 to 20 years. 
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The blight on your system, as I observe, 
is poor poles, which were furnished by a 
customer in the first place—necessary in 
the future to be maintained by your 
company. 

I do not see how it is going to be pos- 
to working order some 
Unless 


sible to restore 
lines with their 
the company can gain the cooperation and 
active support of its patrons, there are not 
enough dollars and cents that the people 
can afford to pay, to maintain good service. 
However, I believe there is enough reason- 
ableness in the majority of our citizens so 
that some will respond to logical appeals 
for cooperative aid in clearing the bushes 
away, removing limbs or freeing a wire 


present income. 


from the ground. 

[ cannot understand why patrons, distant 
from the central office, will tolerate inter- 
rupted service when the smallest amount 
of exertion on their part would benefit 
themselves, their neighbors, and save ex- 
pense to the company. I know of one 
electric company that paid $4,000 in one 
year for mowing the bushes on its private 
right of way. It had a large clientage and 
could easily pass along this expense. I 
think I have telephone systems 
where it would cost almost as much to 
eliminate the bushes; and the total in- 
come of these companies for the year 
would not be more than one-fourth or one- 
third of the foregoing amount. 


seen 


Service and good will are the paramount 
principles for which the successful utility 
is striving. Is it not possible to sit down 
with your neighbor and show him how 
necessary his aid is to give good service 
unless it is furnished at a_ prohibitive 
cost ? 

Some of you will say that I am vision- 
ary, yet I have spent nearly two-score 
years in some line of utility work, and 
have drawn some conclusions from life’s 
work. I acknowledge that frequently I 
become pessimistic regarding the ability 
of many of my fellowmen to reason log- 
ically and to do the right thing. Some- 
times I wonder if we have unconsciously 
become as the lady who said to her friend: 
“You simply cannot find a maid who is 
honest. That one you recommended to me 
just left suddenly and took with her nine 
of my towels.” 

“What kind were they?” 

“They were those Pullman car towels 
which I brought back from my trip.” 

Yet by far the great majority of all 
men are honest and will do the right and 
just thing unless forced into some position 
where dishonesty seems the only way out. 
Utility men can and must have the sup- 
port of their respective communities. The 
lot of the utility man or woman, from the 
president to the humblest assistant, is cast 
for the most part among a careless, 


thoughtless and unreasoning public. Suc- 


cessful utility operators need the patience 
of a Job, the wisdom of a Solomon, adroit- 
ness to parry with a Queen of Sheba, turn 
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down the unfair advantage requested by a 
Cleopatra and the ability to tame a shrew. 

Maybe we feel our efforts are unappre- 
ciated. Although surrounded by different 
environments, the sentiment embodied in 
this little poem may awaken a _ response 
in your own hearts: 


Pepper and Salt 
Sometimes I sit and wonder, Discontent 
About the little places I fill in this great 
scheme of things— 
An operator, nursemaid to a water-wheel, 
Answering telephones, writing logs, 
And ever listening to the endless roar the 
generators make. 


When I was young—oh, well, you know 
how youngsters dream— 

I was a mighty engineer; I'd 
bridge three miles across; 

A project which would rival 
Shoals ; 

A railroad vast with no beginning and 

no end. 

And now—it’s time 

once again, 

And write the log. 


build a 


Muscle 


to read the meters 


But sometimes when my shift is done 

I climb the hill up by the dam 

And look across the country 
learned to love 

As God’s own land, 

And see a myriad specks of light; 

Each light a home—each light ° kept 
burning 

By my noisy wheels. 

And then I understand and almost feel 
content, 

To know I guard the light—I help to make 
these homes. 


that I’ve 


Of course, I know they never think of me, 

But if they did I know a thousand mothers’ 
lips 

Would frame a prayer, “God bless the 
men who guard the light,” 

At such a time I do not wonder, Dis- 
content, 

About the place I fill in this great scheme 
of things. 


Strong Company in Telephone 
Field Outside United States. 


Since TELEPHONY of 
August 14 of the special cable dispatch, 
regarding the Associated Telephone & 
Telegraph Co. acquiring an important in- 
terest in the New Antwerp Telephone & 
Electrical Works at Antwerp, Belgium, an 
effort has obtain further 
information. 


publication in 


been made to 

While officials of the company refuse to 
auplify the announcement as published, it 
is understood in tfade circles that the 
Telephone & Telegraph Co. 
wii! be an important factor in the tele- 
phone field outside the United States, act- 
ing as a financing and holding company, 
and that most important British, American 
and Continental financial and manu factur- 
ing groups are imterested in it. 

E, A. Mellinger is chairman of the 
Associated company and J. G. Crane, of 
Kansas City, Mo., is president. Among 
the directors are: Theodore Gary, Hunter 
L. Gary and A. F. Adams of Kansas City; 
Charles A. Holder of Paris; Sir Alex- 
ander Roger, Eric Taylor and D. John- 
store Sinclair, of London. 


Associated 
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The Banave d’Outremer, of Brussels, 
which was mentioned in connection with - 
the New Antwerp Telephone & Electrical 
Works, is the leading bank in Belgium. 

The telephone concession for Greece is 
owned jointly by the New Antwerp com- 
pany, which has just been purchased by 
the Associated Telephone & Telegraph 
Co., and by Siemens Bros. & Co. of Lon- 
don, which is one of the leading telephone 
and electrical manufacturers of England. 
Merger of Nine Pennsylvania In- 

dependents Contemplated. 

The bondholders’ protective committee 
of the North & West Branch Telephone 
Co. of Williamsport, Pa., representing the 
depositing bondholders, met August 23 for 
the purpose of reorganizing the company 
and taking out a new charter in the name 
vf the North & West Branch Telephone 
Co., which was formerly a part of the old 
United Telephone & Telegraph Co. 

The following directors were elected: J. 
Walton Bowman, John B. Emery, John R. 
Bailey, Dr. William H. 
Thomas H. Lynn. 

The directors elected J. Walton Bow- 
inan, president; John B. 
president; and John R. 3ailey, secretary 
and treasurer. A. W. Duy, of Blooms- 
burg, was elected solicitor. 

Representatives of the Montoursville & 
Columbia Telephone Co., Peoples’ Ideal 
Telephone Co. and Roaring Creek Valley 
Telephone Co. were present, and plans for 
a merger of nine separate telephone com- 
panies of that section of the state, to be 
operated as unit, were discussed. 
These companies represent a number of 
local stockholders in the counties in which 
they are operating, and it was estimated 
that they would number from 1,000 to 
1,200, having about 7,500 telephones, 
which have long distance connection over 


Follmer and 


Emery, vice- 


one 


sell lines to unified points. 
New York Association Conference 
at Alexandria Bay. 

The Up-State Telephone Association of 
New York announces a district meeting 
and traffic conference to be held Friday. 
September 10, at the Crossman Hotel, 
Alexandria Bay, Jefferson county. 

Alexandria Bay is located at the most at- 
tractive spot on the St. Lawrence River 
in the midst of the Thousand Islands. It 
is within easy driving distance for a large 
number of Independent telephone com- 
panies operating in the counties of Jeffer- 
son, St. Lawrence, Herkimer, Lewis and 
Oswego. Boat service can be secured 
from Rochester, the New York Centra! 
Lines assure speedy rail transportation, and 
good motoring roads may be traveled to 
Alexandria Bay from every direction. 

Additional information regarding the 
conference and meeting may be secured b) 
addressing J. G. Ihmsen, vice-president 
and general manager of the association 
25 Eagle St., Albany, N. Y. 
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SOUTHPORI- 


ORESIGHT in town-planning, 

generations back, would have en- 
sured the spacious streets demanded by 
present day traffic. 


of | 
as 
'~ 


Lord Street, Southport, an outstand- 
ing example of the fine, straight, tree- 
lined thoroughfare of modern require- 
omen nc ments, owes its origin to the foresight of 
the Lords of the Manor, from whom it 
takes its name. 





Similar foresight in regard to communi- 
cations will shortly secure for Southport 
the telephone system which meets the 
telephonic needs of the next generation in 
the most practically suitable and effective 
way, for A. T. M. (Strowger) Automatic 
Telephone Equipment is now in process of 
installation at this popular holiday and 
residential resort. 
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When writing to Automatic Telephone Mfg. Co., Ltd., please mention TELEPHONY. 
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In “La Perla de la Antill 


Resting on the shores of a fine natural harbor, 
Havana was long protected from attack and capture by 
fortified twin promontories, Morro Castle on the east 
and Punta Castle on the west. Relics of a passing age, 
valueless in the warfare of today against modern naval 
batteries, the shell-pitted and crumbling walls of these | 
old fortresses still stand as picturesque reminders of ~ f* 
former days. # 
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That the old has yielded to the new is further evi- 
denced in Havana's Strowger Automatic telephone system, 
which, since 1911, has been rendering the residents of 
this city the highest type of modern tele- 
phone service. Not only in Havana, but 
throughout practically all of Cuba, this 
equipment, developed and made by vo 
Automatic Electric Inc., the pioneer auto- 
matic telephone manufacturing organiza- 
tion, is daily establishing standards of 
rapidity and accuracy that are unsur- 
passed anywhere in the world today. 



















Automatic Electric Inc. 


Factory and General Offices: 1033 West Van Buren Street 
Chicago, U. S. A. 
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When writing to Autc~atic Electric Inc., please mention TELEPHONY. 
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When writing to Automatic Electric Inc., please mention: TELBPHON Y.. 








Two Cites Served from One Office 






Ohio Cities Telephone Co. Now Serving Twin Cities of New Philadelphia and 
Dover from Single Central Office—Automatic Equipment Cut into Ser- 


vic 





New Philadelphia and Do- 
Ohio, 
have made a flying start to- 


ver, twin cities of 
wards perfect telephone serv- 
ice, with the recent inaugu- 
ration of the new Strowger 
automatic telephone system, 
which, on August 14, dis- 
placed the two _ separate 
switchboards which former- 
ly served these cities. The 
telephone needs of the en- 
tire community are now met 
from a single central office, 
operated by the Ohio Cities 
Telephone Co. ’ 
W. B. 


and treasurer of 


Gregson, manager 
the tele- 
phone company, has worked 
long and earnestly in prep- 
for the many im- 
provements just completed, 


chief among which are the 


aration 


erection of a new and mod- 
ern building and the installa- 
tion of automatic central 
equipment and _ tele- 
phones. In this work he has 


office 


had the enthusiastic backing, not only of 
the company’s finance committee and board 
of directors, but also of the telephone 


users of the two cities. 











By H. E. Clapham, 
Director of Publicity, Automatic Electric, Inc. 




















Telephone Building of the Ohio Cities Telephone Co. Supplying Ser- 
vice to the Twin Cities of New Philadelphia and Dover, Ohio. 


One of the oldest Independent telephone 
companies in Ohio, the Tuscarawas County 
Telephone Co. which was succeeded by the 
Ohio Cities Telephone Co. shortly after 





office: B. 


Some High Points of New Building and Cut-Over Celebration Features 


an agreement was reached 
with the Ohio Bell Tele- 
phone Co. for the elimina- 
tion of competition in the 
district, has had an unusual- 
ly interesting history. 

The Independent telephone 
movement in this county was 
conceived by a_ far-seeing 
group of business men con- 
sisting of Edward Wieben- 
son, Nathan I. Dryfoos, 
John M. Blatt, 
Hoffman, William Greif and 
Charles D. Juvenal, who 
were known as The Ex- 
change Construction Co. and 
who, during the years of 


1899-1900, 
constructed 


George I. 


organized and 
plants in the 
frincipal towns in Tuscara- 
was county into 
“Home Telephone 
nies.” The outgrowth of 
these was the 
County Telephone Co., 
was originated for 
accommodations and which 


separate 
Compa- 


Tuscarawas 
which 
local 


took over the several Home telephone com- 
panies beginning with April 20, 1901. The 
following men were at that time elected to 
P. Scott of New Philadelphia, 
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Switchrcom of. the New Philadelphia Exchange of the Ohio Cities Telephone 





26 





Co.—Rotary Secondary Switches, 









New Philadelphia. 
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Slingluff of Dover, 
vice-president; John L. Kennedy of New 
Philadelphia, treasurer, and E. A. Walter 
of New Philadelphia, secretary. 


nresident; Charles H. 


Various changes in the management took 
piace from time to time until after the re- 
1906, 
pres- 


construction period in the fall of 
Willard B. 


ent treasurer and general manager, who 


when Gregson, the 


had been with the company since 1902, 
was elected to manage the business and 


has continued to occupy the position ever 
since. 

After the organization of the company 
in 1901, the plant at New Philadelphia 
was hurried to completion and began busi- 
The list 
i patrons increased quickly and as rapidly 


ness with about 200 subscribers. 


as possible, the lines connecting Uhrich- 
ville, Dennison, Newcomerstown, what was 
then Canal Dover and Mineral City, were 
constructed and toll lines connecting the 
smaller villages in the 


stalled. 


county were in- 

Since then the growth and development 
of this has been quite phenom- 
enal. When its plant was first completed 
Philadelphia, its distance 
limited to Cleveland and 
principal intermediate points between that 
city and New Philadelphia. 


company 
in New long 
connection was 
Now, in con- 
nection with the Bell telephone system, it 
furnishes excellent toll line service to all 
towns and cities in the United States. 
Fifty years ago, there was no telephone 
in Ohio. Forty years ago, there were not 
20 telephones in Tuscarawas county. 
Thirty years ago there were not 200. By 
latest 10,000. 
This marvelous increase is due to the pro- 
gressive spirit of both the Bell and Inde- 
pendent companies of Tuscarawas county. 


directories, there are over 


In all of the plans of the present com- 
pany, the Ohio Cities Telephone Co., the 
directors and the management have been 


careful to bear in mind that the demand 
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of the public is for 
the highest grade 
of service that in- 
genuity and mod- 
ern science could 
provide. They have 
ahead _fear- 
with full 


gone 
lessly 
confidence in the 
present and future 


of the enterprise, 
and have ordered 
that the plant 


should be con- 
structed with only 
the highest 


of materials 


grade 

and 
supplies. and equip- 
that this 
property consists of 


ment so 


the latest and most 
modern _ under- 


ground cable sys- 
tem, second to none 
in the country. 
While construct- 
ing these under- 


ground workings, 


the future needs 
of the community 
consid- 


taken into 


eration so that additional cables may be 


have been carefully 
installed in years to come without tearing 
up the streets or retarding the activities of 
the company in the least. 

Before deciding finally on the type of 
central office installed, 
the management of the 


equipment to be 
visited 
careful 
Without 
hesitation, the decision was made for the 
adoption of 


company 


several exchanges, and made a 


study of all existing systems. 


Strowger automatic equip- 
ment as being best adapted to the needs 
of the community and the most up-to-date 
and efficient system to be had. 


At the same time, attention was given 
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Long Distance Connections Are Made to All Points in the United States Over the Bell 


Lines Through This Toll Switchboard. 
























. Gregson, Manager and Treasurer of the Ohio Cities Telephone 
Co., at His Desk in the New Building. 


to the future home of the exchange and 


its location. The new building, an impos- 
ing structure combining utility with com- 
fort and efficiency and in keeping with the 
rest of the property of the telephone com- 
pany, has been erected midway between 
the two cities. 

The finish of the interior throughout the 
building is carried out in American walnut. 
A portable booth, desk and pay station in 
the front of the building are always open 
to the public, day Heat is 
supplied to the structure by means of a 
drained The 
constructed of a composition which lends 


and night. 


vapor system. floors are 
sence to the activities of the building. 
The painting is carried out in accordance 
with a color scheme approved by Manager 
W.. B. 

The comfort and health of the few op- 
erators 


Gregson. 


who will be retained under the 


automatic system out of the force of 78, 
is amply provided for by restrooms and 
a kitchenette where the operator may pre- 
pare her own dinner or lunch. 

Perhaps no 


structure in the county 


comfort and welfare 


of its employes than this one, which does 


caters more to the 
much more than the law requires for the 
welfare of its occupants. It has been a 
hobby of Manager Gregson to conserve 
the health of employes of the company, 
and to safeguard them against every pos- 
sible fatigue, as well as hazards which are 
a part of any plant where more than a 
few are employed. 
company has 


The new home of the 


enabled him to carry into 


execution many of his most cherished 
designs. 
The Strowger automatic switchboard 


has been installed on the second floor and 
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has a present capacity of 2,000 lines, to 
take care of the company’s 4,700 sub- 
scribers in New Philadelphia, Dover and 
Mineral City. 

On Tuesday, August 17, three day. 
after the inauguration of the new serv- 
ice, the telephone company formally opened 
the doors of the exchange to public in- 
spection following a banquet given by the 
officers and directors to 125 guests. 

Robert N. Wilkin, attorney, one of the 
speakers at the banquet, discussed the mu- 
tual obligations of public utilities and the 
public they serve. He was succeeded by 
W. A. Korns, editor of the Dover Daily 
Reporter, who spoke on “The Realization 
of An Ambition,” referring to the ambi- 
tion of Mr. Gregson to give the commun- 
ity the best possible telephone service. 


Among those present, many of whom 
were introduced to the 110 guests attend- 
ing, were, N. I. Dryfoos, president of the 
Ohio Cities Telephone Co.; Philip Frankel, 
vice-president and secretary of the com- 
pany; Frederick Frankel, director; Henry 
Frankel, Ben Frankel, Edward Schultz, 
S. M. Schultz, L. J. Schultz, Gardner Ab- 
bett, C. F. Koepge, W. A. Tenwinkle, 
Samuel Hartman, E. D. Stieglitz, Ran- 
dolph Eide, general manager; A. F. Hard- 
man, assistant to general manager, and 
A. W. Surrell, general contract agent, 
Ohio Bell Telephone Co. 

A. E. Atkinson, assistant to vice-presi- 
dent of American Telephone & Telegraph 
Co., New York City; Roy Owens and F. 
E. Madson, both of Automatic Electric 
Inc.,. Chicago; C. D. Juvenal, South 
Charleston, Ohio; E. W. Wood, Marion, 
Ohio; John D. Love, Columbus; J. J. 
Dolan, Ohio Power Co., Coshocton; James 
McBane, Bergholz Telephone Co., Berg- 
holz; Wesley R. Ellis, Peoples Telephone 
Co., Geneva; C. W. Wood, Hudson Tele- 
phone Co., Hudson; Frank Van Voorhis, 
Konx County Telephone Co., Mt. Vernon; 
George B. Quatman, Sidney Telephone Co., 
Sidney ; W. C. Divens and George H. Car- 
ter, Citizens Telephone Co., Delaware; 
C. W. Good, Starr Telephone Co., Ash- 
land; Loren M. Berry, Dayton; E. O. 
Leighley, Ohio Bell Telephone Co., 
Akron; J. W. Safford, Troy Telephone 
Co., Troy; R. L. Zimmer, banker, Mineral 
City; J. F. Smith, Harris & Jefferson 
Telephone Co., Cadiz; Frank McKinney, 
secretary and treasurer, Ohio Independent 
Telephone Association, Columbus. 

Michael Seibold, New Philadelphia, 
chairman of the board of directors of the 
Ohio Cities Telephone Co., was intro- 
duced to the guests at the banquet. Other 
local members of the board and business 
men were present. 

Much of the work of completing the 
new exchange has devolved upon L. H. 
Bowers, superintendent and T. H. Finley, 
wire chief, both of whom have labored 
long and earnestly to insure the success 
oi the undertaking. The installation of 
the automatic switchboard was handled for 
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Automatic Electric Inc., by a group of in- 
stallers under J. K. Barrington. 

Those responsible for financing the pres- 
ent company, so that it may complete its 
new construction are N. I. Dryfoos and 
Philip Frankel of Cleveland, who acted 
as the finance committee of the Ohio Cities 
Telephone Co., together with Schultz 
Brothers & Co., a representative banking 
and brokerage house of Cleveland, Ohio. 

The success of the new system is due 
in large part to the excellent publicity 
program arranged for by Manager Greg- 
son with the cooperation of the local 
newspapers. Both the Dover and New 
Philadelphia papers of August 14 included 
special telephone sections, containing the 
history of the company, and other inter- 
esting stories and pictures relating to the 
community’s telephone history. 

The spirit of progress shown by the 
telephone company can be no better ex- 
pressed than by its own published mes- 
sage to its patrons, which reads, in part: 

“In the completion of the new telephone 
system is expressed the faith of this com- 
pany in the future of the community. 

The new automatic telephone is but 
the outward symbol behind which there 
is an ideal of 17 years’ duration. The 
ideal since 1908 has been the guiding light 
in forming a program that would place 
this section in the forefront of the world 
as far as telephone communications were 
concerned. 

Now, with the opening of the new ex- 
change, the people of New Philadelphia, 
Dover and Tuscarawas county are offered 
a communication service that is unequaled 
in the world. It is our pledge to our 
patrons, that every effort will be put forth 
to maintain this service at the same high 
level.” 


Tells Advantages of Mergers and 
Consolidations of Companies. 
Paul C. Dodge & Co., Inc., issue the 

following statement regarding develop- 

ments in telephone financing: 

“Broadly speaking, mergers and con- 
solidations are the result of economic ne- 
cessity. The increased diversity of busi- 
ness concerns connected—mercantile, man- 
ufacturing and mining and those engaged in 
the practice of law and medicine, building 
trades, and contractors in general—results 
in increased business for the company, 
owing to the better facilities afforded for 
general communication, relations between 
the subscribers becoming more intimate, 
and the character of the economic life of 
entire communities is improved and trade 
conditions are stimulated. 

The increased scope of operations of the 
combined companies advantageously af- 
fects the life of the entire population 
served. The business of banks, elevators, 
railways, are all improved. Production 
is the basic factor of prosperity in modern 
life, and modern life is directly stimulated 
through adequate telephone service. 
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The service rendered by the telephone is 
personal and intimate. It is an absolutely 
necessary service and a vital one which 
cannot be duplicated, now or ever, as far 
as human imagination can conceive. Its 
use is essential in the daily life of all 
civilized people. Telephone service, in its 
connection with agriculture, mining and 
manufacturing makes for the advance- 
ment of these basic industries. Regarding 
this there is no opportunity for argument, 
and in it there is no mystery. The facts 
are plain to be seen. 

The use of the telephone is a leading 
factor in the promotion of our American 
industrial supremacy. Where capital is 
ample and labor is scarce, as is the case 
in this country, inasmuch as the use of the 
telephone is instrumental in providing for 
the employment of capital, which is plenti- 
ful, the telephone contributes to better 
utilization of our labor supply. 

The stability of telephone companies 
capable of successful development de- 
pends largely on adequate financing and 
on the capability and integrity and fore- 
sight of its management. As a general 
proposition, under group and centralized 
management the companies are better 


served than under isolated operations. They 


are placed in a better position to acquire 
all the new capital needed for the improve- 
ments and extension of the plants, such 
as is required in order to render adequate 
service. 

Under centralized management the com- 
panies receive expert advice and guidance 
necessary to the continuous efficient op- 
rations of the properties. Skilled men de- 
vote all of their time to the plants of the 
company, and their service are available 
when needed. 

Telephone companies in general, in order 
to carry on their business to good ad- 
vantage, must be in command of ample 
capital, the economical use of which makes 
for a sound balance sheet. It enables the 
company to strengthen its business struc- 
ture, to provide for new construction, in- 
stallation of modern and efficient central 
station equipment and telephones. 

Capital contributes to a better organiza- 
tion of the telephone industry and to 
better distribution of its services. The 
interest of combined companies is no 
longer local or sectional; it is as wide as 
its market. The earnings of the companies 
are increased, owing to a broader field of 
operation.” 


Dates Changed for Convention of 
Maine Association. 

A change in the dates of the annual 
convention of the Telephone Association 
of Maine is announced by Secretary- 
Treasurer A. Van Den Kerckhoven of 
Bethel. 

It will be held September 21 and 22 
at the Augusta House, Augusta, instead 
of on September 13 and 14, as originally 
announced. 
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Pole Cable Terminals—-Hot Galvanized Cover 
TYPE A27 











Hot-Galvanized Bracket 
Fits Pole—No Gaining 





Lots of room to drive lags 


PHOSPHOR BRONZE FUSE CLIPS 


Equipped with Self-Cleaning Sawtooth 
Discharge Block—No extra charge. 





TYPE GR 
CAST IRON WEATHERPROOF 








Plenty of hand room for dressing 
bridle wires 





Heavy Lock-Nut Binding Posts 





Used for terminating Lead Cable 
without pot-head 








3145 Carroll Avenue Chicago, Illinois 











When writing to Reliable Electric Co., please mention TELEPHONY. 




















Here and There in Telephone Work 





Fluctuating Demand for Local and 
Long Distance Service. 

The fluctuating demand for both forms 
of telephone service—the local and long 
distance—is clearly indicated in the ac- 
companying charts. The average number 
of-local calls declines slightly during the 
summer, while the average number of long 
distance calls increases during the same 
period. 

Telephone officials attribute this phe- 
nomenon to the wide enjoyment of the 
summer vacation. People travel so much 
nowadays, and they naturally like to keep 


the arrival and departure of vessels. It 
now links steamers in the Kobe harbor 
with the land by means of its radio boat, 
which acts as a medium for telephonic 
communication. Kobe is the second most 
important port in Japan. 

A person on land desiring to talk with 
one aboard a steamer in the harbor, has 
first to say “radio” to the operator in 
the telephone exchange office. On being 
connected with the radio boat, the caller 
gives to the boat (a steam launch) the 
name of the steamer and person with 
whom he desires to communicate. The 





10% 








Local Calls 














Ms 











‘N 














Winter 


Spring 


Sammer 


Fall 








Toll Calls 


A, 





























PSL = 





i XL 


Average 











| 10% 














The Seasonal Flow of Local and Long Distance Traffic. 


in touch with their’ families or their busi- 
Because they can do this so easily 
by means of the long distance telephone, 
the average for long distance calls rises 
slightly as the average for local calls 
drops. 


ness. 


Of course, both the rise in long distance 
and the decline in local calls are insig- 
nificant compared with the vast volume of 
calls in both branches of the service han- 
dled every day. Nor does this state of 
affairs apply uniformly to all parts of the 
country. Summer resorts show an enor- 
mous vacation increase in both local and 
long distance calls, and it is part of the 
telephone companies’ job to forecast and 
be prepared to handle this seasonal varia- 
tion of traffic. 


Radio Boat Makes Telephone Con- 
nections in Kobe, Japan. 

The Kobe Senpaku Tsushinsha Co. has 

started a new scheme in addition to its 

business of giving information relating to 


radio boat then goes alongside the steamer 
designated and connects the two parties 
talking. 

A caller on board a steamer in the 
harbor who desires to talk with a party 
or. land, is required to signal “G. Answer” 
at which the radio boat comes rushing 
to the side of the calling vessel and con- 
nects with land. For this, a 15-sen call 
fee and 20-sen conversation fee are 
charged. 


Pebbles and Other Stones. 
By L. M. HarrinctTon, 
General Manager, Town & Country Tele- 
phone Co., Canby, Minn, 

There is an old Greek legend to the ef- 
fect that there was upon the shore of the 
sea, a pebble, which, if touched to iron, 
would turn the baser metal into gold. 

A certain Greek youth, learning of this 
legend, went to the beach one day to search 
for the wonderful pebble, wearing on his 
wrist, an iron bracelet. As he walked along 
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the beach, he picked up the pebbles, touch- 
ing each one to the bracelet and then tossed 
it into the sea. He had done this countless 
times without results and hurried on, going 
faster and faster, touching the pebbles to 
the bracelet with feverish haste. 

Suddenly he stopped, holding the brace- 
let to view. It had become a beautiful 
golden circlet, but the stone that caused it 
to change had been thrown into the sea, 
never to be found again. 

It may seem a far cry, from a mythical 
touchstone on the shore of the Mediterran- 
ean sea to the telephone industry in 1926, 
but what a lesson for the average country 
manager ! 

At this time of year we know the re- 
sults of the past year’s efforts; not onl) 
from the financial reports but from the 
satisfaction or dissatisfaction of our sub- 
scribers, and the condition of 
and equipment. 

We all want to achieve greater things 
this year than last or there is something 
wrong with us—and we are in search of 
the touchstone of success. 

Many of us have laid our plans and 
others, just a little late, are planning to 
plan. Others still, like the Grecian youth, 
will go out on the shore, to so speak, 
starting a pole lead here, and long before 
attaining any practical results, abandon 
the construction to take care of a job of 
wrecking, or will listen to a silver-tongued 
siren in the form of a would be friend 
and wander off to the lake for a week or 
so when his lines are so sadly in need of 
repair. 

Our greatest chance to miss out on the 
touchstone is in lack of concentration. 
Most of us work hard enough in a way. 


our plant 


but we fail to concentrate on the object we 
wish to achieve. We might be said to be 
going around in circles, getting no place 
in particular and accomplishing nothing 
more than leaving a trail which no one 
would be wise to follow, 

The one sure way to achieve success is 
to plan our work, and then bend every 
effort to work the plan. <A certain very 
well known business man says that he 
spends one-half his time planning his work 
and the other half in pushing his plan. 

We waste a lot of perfectly good time in 
making plans, going over reports and rec- 
ords and making estimates, and then shoot 
off at a tangent and pursue an altogether 
different course than the one we _ had 
mapped out. 

We all know just how difficult it is to 
follow up our plans at times, due to the 
many interruptions that are bound to oc- 
cur. This at times seems more hard if wi 
are working a small crew, or if we hav: 
but one man when our plans call for two 

Trouble comes up that must: be taker 
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It is not unusual to find 
a GMC Truck—10 years 
old, and more—starting 
all over again in the hands 
of a new owner. Hun- * 
dreds of GMCs built and 
used in war service, 
nearly 10 years ago, are 
now carrying U. S. Mail. 


GMC Engine: 


Unit block and crankcase keep bearings 
in permanent alignment. 


Removable cylinder walls cast from special 
alloy iron of exceptional wearing 
qualities. 


Piston pins case hardened and lapped. 


Rigid crankshaft with ground and pol- 
ished bearings of large size. 


Camshaft with hardened and ground bear- 
ings and cams. 


Alloy steel valves. 
Burnished timing gears. 


Positive pressure lubrication to all bearing 
points. 


Air cleaner keeps dirt and grit from engine. 


Combination thermo-syphon and pump 
cooling prevents overheating. 


Positive governor prevents operating at 
injurious speeds. 


Engine mounted on rubber cushions. 


Multiple dry disk clutch, with very 


large frictional area. 


Transmission with over size alloy steel 
gears and shafts. 


Universal joints, all metal and enclosed. 


Rear axle with fewer contact points and 
held in permanent alignment by radius 
rods. 


Springs of alloy steel. 


Steering gear with enclosed ball and 
socket tie-rod joints. 


Brakes: On the 1 and 14 ton models 4 
wheel brakes distribute the friction and 
also eliminate excessive wear on rear 
tires. On the 244 ton and larger models 
floating cam brakes increase the life of 
brake linings as they will operate 
efficiently until entirely worn out. 


Oversize rear tires are standard equip- 
ment on all heavy duty models. 











Yellow Cabs 


When writing to General Motors Truck Co., please mention TELEPHONY. 
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Only GMC Trucks give you all 
these features which insure 


Long Life 


Most trucks offer some of the features 
—but only GMCs give you all of them. 
That is why they are noted for their 
unusually long life, wherever trucks 
are used. 


For instance: The Hugh McRoberts Coal Co., 
of Staten Island, New York tells us that their 
first GMC ran for 11 years hauling coal and 
cement blocks over all kinds of roads and then 
was sold to another concern. Another of their 
GMCs after 12 years of continuous service over 
115,000 miles is still on the job; while its com- 
panion with 9 years of service and more than 
75,000 miles to its credit is still going strong. 


Ifenduring serviceability such as this means any- 
thing to you, you should investigate GMC Trucks. 


Sold and Serviced Everywhere by Branches, Distributors and Dealers of 


GENERAL MOTORS TRUCK COMPANY 


Pontiac, Michigan 


A DIVISION OF YELLOW TRUCK AND COACH MANUFACTURING COMPANY 
GMC 1, 1)4 and 2) ton trucks 


GMC Big Brute 3)4 and 5 ton trucks GMC Big Brute 4 to 15 ton Tractor Trucks 


Yellow Coaches Yellow Light Delivery Trucks 


Hertz DrivurselfCars 
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care of. A telephone must be installed, 
often in a hurry and we may _ have 
only one in suitable condition at the time, 
and it is of the wrong type; perhaps,'a 
farm line telephone, when we need some- 
thing else. Perhaps a salesman comes in, 
or a subscriber is inclined to visit and, 
although we are very busy, we find it diffi- 
cult to dismiss the visitor and not be rude. 
Maybe a job we had planned on taking a 
whole day had been pushed through in less 
time and we find a part of a day left on 
our hands, and no work planned. 


If we were wise, we would keep a memo- 
randum of some of the things to be done 
and then, by going over it frequently, we 
would become so familiar with it that we 
would almost instantly think of a dozen 
different things to do while we’re in the 
vicinity of it. 

I am speaking of farm-line work mostly 
because it appeals to me. I like to see a 
nice, well-kept farm, with buildings 
painted, the yard clean, and the grass kept 
mowed off. Every one enjoys looking at 
such a place and possibly envies the 
owner, oh, just a little bit. We know he 
makes a good living, and a little more be- 
sides, or he could not keep it up. 

We all like to see a well-kept lead too; 
line wires pulled up, arms in good shape, 
pins all in place, insulators on, and line 
wire tied in. That lead makes money for 
its owner, and we have a feeling of satis- 
fied ownership as we ride along; and it 
gives one a sense of security from trouble, 
just to look at it. 

However, we must not become so 
wrapped up in farm lines that we let our 
town lines and cable leads suffer. A cable 
represents a heavy expenditure on the part 
of the telephone company and it is up to 
us to maintain it. 

Why not take a couple of hours off some 
fine day and make an inspection of the 
cable plant, both aerial and underground? 
If aerial, see that the rings have not 
slipped, allowing the cable to sag and 
crack the sheath; anchors and guys in 
first-class condition, poles not rotten or 
leaning, sheath not cracked at branch 
splices, terminals properly fastened to 
poles, and adequate protection furnished 
for all exposed lines entering the cables. 

If it be underground cable, it should be 
clear of climbing space, properly-strapped, 
riser pipes securely fastened to the poles, 
and covered at the top to prevent moisture 
from entering, terminals properly fused, 
and, above all, a good ground connection. 
Why spend a lot of money for a protected 
terminal and then either omit the ground 
or install a poor one? 

Don’t forget to look at the bracelet after 
touching it with the pebble. Check results 
often. There is a lot of satisfaction in 
knowing that we have accomplished what 
we set out to do and that our efforts have 
not been in vain. 

Our business is to furnish dependable 
telephone service, and if we are furnishing 
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only an iron-bracelet kind, let us look for 
the touchstone that will turn it into a 
golden circlet. 

We cannot do-this if the system is run 
down, the switchboard and main frame full 
of loose connections, plugs that fall out of 
the jacks as soon as the operator lets go 
of them, or wiggle and wabble whenever 
a cord is touched, or if the operator is in- 
attentive or insolent to subscribers. Thank 
Fortune! Such operators are few and far 
between, but we find them along with 
managers of the same kind in rare in- 
stances, in spite of all efforts to weed them 
out. 

Don’t let us forget that we, as managers, 
have our faults. Subscribers are always 
right until we can show them in a cour- 
tcous, reasonable way that they are wrong. 
Don’t argue; don’t lose your temper. Be 
firm, be prompt and, above all, keep your 
promise, no matter what kind. 

If you promise to have a telephone in- 
stalled today, do it; also if you promise 
to remove one for non-payment, do it. If 
you promise to repair a line, set a pole, 
or inspect a telephone, do that. It makes 
satisfied subscribers. A satisfied subscriber 
is a friend, and friends unnumbered are 
one of the things we need, what we like, 
and above all what we want to be. 


Rules for Making Long Distance 
Calls in China. 

The Shanghai Mutual Telephone Co., a 
local British concern operating all installa- 
tions in the two foreign concessions at 
Shanghai, Chicago, has just announced 
that a long distance service with various 
parts of the interior is shortly to be 
opened. The out-of-town wires have been 
installed by the Chinese Government Tele- 
phone Administration, a bureau of the 
Peking ministry of communications. The 
tules for long distance calls, which are 
being advertised, in part seem unusual 
to one accustomed to American practices. 
The rules are: 

1. Toll service is 
classes. 

(a) Ordinary (calls made in the or- 
der in which they are received). 

(b) Urgent (calls made immediately 
the toll line is disengaged). Urgent 
service is charged for at three times 
the ordinary service rate. 

(c) Night service (calls made in the 
order in which they are received). 
Night service is charged for at 
half the ordinary service rate. 

2. The unit time of connection is three 
minutes, and is counted from the moment 
of reply by the called telephone, regard- 
less of whether or not the person who 
answers is the specific person wanted, un- 
til the disconnection signal is received. 

It is charged as: One unit for 3 minutes 
or less; two units for 6 minutes or less; 
three units for 9 minutes or less; 

3. Toll service calls may not be con- 
tinued for more than three units, nor 


divided into three 
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may two parties be called on the same 
connection. 
4. Toll calls can be made as follows: 

(1) From subscriber’s own telephone. 
Subscribers wishing to use the toll 
service must register their telephone 
numbers at the telephone company’s 
office and pay a deposit of $10. This 
deposit will be refunded when the 
telephone is disconnected, or toll 
service discontinued. 

(2) At telephone company’s office. 
Subscribers whose telephones are 
not registered for toll service, and 
the public, can make toll calls from 
the telephone company’s office. The 
person who makes a toll call at the 
the company’s office must wait for 
the called party to answer; other- 
wise, when the called party answers, 
the office is not held responsible. 

(3) The charges for one unit must 
be paid in advance and the balance 
for extra units on completion of 
call. 


5. Registered subscribers wishing to 
make a toll call must first tell the oper- 
ator that toll service is wanted. 


(1) They are then connected to the 
recording operator, and the record- 
ing operator will ask for their tele- 
phone number and name. 

(2) The name and the telephone num- 
ber of the called subscriber. 


All these are recorded by the operator, 
after which the subscriber must hang up 
his receiver and wait to be called by the 
operator when the called party answers. 

6. Subscribers who have not registered 
their telephone number for toll calls and 
paid the deposit, may not use the toll 
service. 

7. The number of units and_ toll 
charges are all based on the records of 
the toll operator. 

8. Registered subscribers must 
their toll charges, etc., monthly at the 
company’s office. If it is not paid before 
the 15th of each month, the charges will 
be deducted from the deposit and toll 
service suspended until all arrears are 
paid. 

9. Toll charges will be paid by the 
subscriber originating the call, and he is 
responsible for all calls made from his 
telephone, himself or any 


pay 


whether by 


o-her person. 


10. Telephone directories of distant of- 
fice can be bought at the local office. 

11. Neither the company nor the ad- 
ministration will recognize any claims for 
loss owing to the toll line or other lines 
being interrupted. 


Change in Ownership of Cando, 
N. D., Telephone Property. 
The Cando Utilities Co. of Cando, N. 
D., including lines, cables, exchange build- 
ing and lot, has been sold to C. G. Hilliard 
of Langdon. The consideration is said to 
be $12,500. 
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Northern Indiana Association Meets 


District Meeting Held at Rochester—Business Combined with Pleasure—Sub- 






scriber’s Responsibility When Non-Subscribers Use Telephone—Round Table 
Discussions Prove Popular—Operators Discuss Many Subjects at Conference 


Many of the district associations in In- 
diana usually hold a picnic or an outing 
during the summer months. The North- 
ern Indiana association combined business 
with pleasure at its district meeting held 
at the Fairview Hotel at Lake Manitou. 

The session on Wednesday, August 25, 
opened at 2:30 p. m. with 103 in attend- 
Vice-President Frank V. Newman 
of La Porte, 

Henry A. Barnhart, president of the 
Indiana state association and also presi- 
dent of the Rochester Telephone Co., who 
were the gave an address of wel- 
The response was made by W. S. 
Daniels, president of the association. 
Judge N. G. Hunter, president of the 
Home Telephone Co. at Wabash, gave a 
talk regarding the pioneers of telephony 
and some very interesting recollections of 


ance, 
was in charge. 


hosts, 
come, 


the early days of Lake Manitou and 
Rochester. 
The session was then resolved into a 


round-table discussion. In order that all 
persons might become acquainted, each per- 
son arose, gave his name and the tele- 
phone company with which associated. 

The first subject under discussion was 
the petition filed with the Indiana Public 
Service Commission by the Indiana Bell 
Telephone Co. pertaining to the changes 
in the hours of the evening and night 
Whitham, general contract 
agent of the Indiana Bell Telephone Co. 
at Indianapolis, explained the 
the proposed changes. 

What responsibility 
for the payment of long distance charges 
when non-subscribers 


service. D. H. 
details of 


is the subscribers’ 
his telephone ? 
This discussion was participated in by W. 
W. Harbaugh of Sullivan, Frank E. 
Bohn of Fort Wayne, Henry A. Barnhart 
of Rochester, F. D. Fee of Columbus, and 
George Alexander of Burkett. 


use 


The advantages of omitting the name of 
the calling person and the called person 
from long distance bills was also discussed. 
D. H. Whitham pointed out the economy 
in dispensing with additional billing clerks 
by use of this method. 

Frank E. Bohn of Fort Wayne claimed 
the subscribers were better pleased with 
the new method as in larger exchanges the 
billing clerks frequently might misspell the 
name, due to the difference in the spelling 
by the operator when recording the ticket; 
that where large users demanded itemized 
bills, they were furnished. Often the tele- 
phone company could convince 
patrons that it was an easy 


these 
matter for 


them to keep their record of the long dis- 
tance calls for the purpose of checking 





bills when received from the telephone 
company. 

Henry A. Barnhart of Rochester agreed 
that the modern system of billing might 
be applicable to the larger companies. In 
his opinion, where all details were fur- 
nished the subscribers, it would make for 
better public relations with the smaller 
companies, as often there was no economy 
in referring to the original records when 
patrons paying their bills questioned long 
distance charges. 

The question of the adoption of the 
method used by the larger companies, of 
not permitting long distance calls to be 
authorized by individual persons, was then 
discussed. 

George Alexander, of Burkett, cited an 
incident where a subscriber had a guest 
who accompanied the subscriber to church 
service, but left before the services were 
ended, proceeded to the subscriber’s resi- 
dence, entered a long distance call to 
Dallas, Texas, and then suddenly departed 
for parts unknown. The subscriber re- 
fused payment of the charge claiming that 
he had never authorized the call and had 
no means of collection. 

It was brought out in the discussion 
that the smaller companies had, from past 
practice, encouraged the authorization of 
long distance calls by individuals. W. W. 
Harbaugh, of Sullivan, cited an incident 
where he had filed suit against an attor- 
ney for non-payment of a 20-cent toll 
bill from his telephone. The subscriber 
finally paid the 20 cents and settled the 
court cost. 

The managers of the smaller exchanges 
believed they could handle this matter to 
the best satisfaction of their patrons by 
use of rules that would apply to 
conditions. 

The operators then retired from the 
meeting for a conference. Miss Vera 
Mack of Elkhart, chairman of the oper- 
ators’ program, was in charge. 

Miss Marguerite Norris, traffic-superin- 
tendent of the LaPorte Telephone Co., La 
Porte, discussed the toll correspondence 
course of the national association. She 
stated that 15 operators from the La Porte 
company were enrolled and an average of 
95 per cent had been received on papers 
that had been submitted. She also said 
that in the state of Indiana the enrollment 
at present was 58. 

After dinner a boat ride was enjoyed by 
those in attendance, music being furnished 
by a quartet. Dancing in the open-air 
garden was indulged in. One of the spe- 
cial events of the meeting was a break- 
fast served on Thursday morning to 14 
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guests at the home of Miss Belle Bern 
tha, chief operator of the Rochester com- 
pany. 

Continuation of the round table discus 
sion started on Thursday morning at 10 
a.m. H. E. Gray, general plant superin- 
tendent of the Home Telephone & Telc- 
graph Co., of Fort Wayne, discussed the 
importance of the reports of materials and 
labor used in construction and mainte- 
nance, especially in the smaller exchanges ; 
also the value of planning and making ad- 
vanced plans for construction and rebuild- 
ing. 

Mr. Gray cited the advantages of going 
out, looking over the job and making up 
an estimate of the cost and the labor and 
material to be used. This could be checked 
later with the reports of material used by 
the employes. The following partici- 
pated in the discussion: Max Hosea of 
Indianapolis, F. G. Pyle of La Porte, John 
Harbaugh of Sullivan, L. E. Daniels of 
Plymouth, District Commercial Manager 
M. Blinn of Kokomo, Roscoe Pontius of 
Rochester, and J. W. Banks of Warsaw. 

The question of holding a joint meeting 
of the Benton County association and the 
Northern Indiana Telephone 
of Winamac in the latter part of October 
was referred to the presidents of both as- 
sociations. 

The Thursday 
the operators’ conference was held at the 
country club. The following subjects were 
discussed: The Importance of Proper In- 
formation on the Ticket, Necessity of 
Tributary Office Operator Passing Full 
Details of the Ticket to the Toll Center 
Operator, Poor Transmission Reports, 
Causes of Canceled Calls, Percentage of 
Completed Long Distance Calls. 

The following persons led the discus- 
sions: L. A. Wilson of Fort Wayne, C. R. 
Woods of Indianapolis, J. H. McCloskey 
of Kokomo, Lillian Cox of Knox, Belle 
Bernetha of Rochester, Mrs. Sarver of 
Leiters Ford, Loretta Pesch of Plymouth, 
and Marguerite Norris of La Porte. 

A resolution of thanks was adopted for 
the courtesies and enjoyable program fur- 
nished by the Rochester Telephone Co. 


Association 


morning session of 


Prices in the Metal Markets. 

New York, August 30.—Copper—Quict : 
electrolytic, spot and futures, 143¢c asked. 
Tin—Firm; spot and near by, $66.25; fu- 
tures, $65.50. Iron—Steady; No. 1 nortli- 
ern, $20.50@21.50; No. 2, $19.00@20.5)): 
No. 2 southern, $21.00@22.00. Lead— 
Steady; <pot, 8.90c. Zinc—Steady; East 
St. Louis spot and futures, 7.42@7.4° 
Antimony—Spot, 15.25c. 
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T’S no paradox that overhead 

costs are low when a telephone 
or signal line is laid underground. 
Bermico Fibre Conduit is prov- 
ing that every day. 

This assurance is made doubly 
sure by the manner in which 
Bermico is manufactured. No 
mechanical, electrical or chemi- 
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cal standards are too rigid. Even 
a thousandth of an inch is a se- 
rious matter in the thickness of 
Bermico. 

And, to top it all, Graybar 
Electric carries ample stocks of 
Bermico in distributing houses 
throughout the country. There’s 
one nearby. 


Offices in 58 Principal Cities 
Executive Offices: 100 East 42nd St., New York 





When writing to Graybar Electric Co., please mention TELEPHONY 
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The Minnesota Summer District 
Meetings Last Month. 

The Minnesota Telephone Association 
held a summer district 
meetings, at which subjects pertinent to the 
telephone industry were passed on and dis- 
cussed. Meetings were held last month at. 
Appleton, Pelican Rapids, Staples, Paynes- 
ville, Watertown, Moose Lake, Deer River, 
Crookston, Roseau. 

According to a report submitted by J. C. 
~ Crowley, Jr., secretary of the Minnesota 
association, the attendance in the northern 
part of the state this year was the largest 
since the meetings were inaugurated. 
There was a total of 89 Independent tele- 
phone companies represented. Iowa was 
the only outside state that sent a repre- 
sentative. 

The total attendance numbered 392, of 
which 175 were women and 217 men. The 


has number of 
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It Looks Like a Picnic, Eut Thoce at the Appleton, Minn., Meeting Say It Was Not. 


lines department, American Telephone & 
Telegraph Co. Vice-presidents: Roderick 
Reid of Denver, vice-president, Mountain 
States Telephone & Telegraph Co.; J. P. 
of Chicago, instructor, Iliinois 


Bell Telephone Co., and 


Hansen 














P. O. Coffin of Washington, 
vice-president of the Chesa- 
peake & Potomac Telephone 
Co. 

R. H. Starrett, assistant 
to vice-president, American 
Telephone & Telegraph Co., 
was reelected secretary, and 
W. J. Stout, assistant treas- 
urer of the American Tele- 
phone & Telegraph Co., was 
reelected treasurer of the 
pioneer organization. 

The new executive com- 
mittee consists of E. K. 
Hall, vice-president of the 
American Telephone & Tele- 
graph Co.; J. L. Kilpatrick, 
vice-president, Western Elec- 
tric Co.; B. A. Kaiser, spe- 
cial representative of the 
American Telephone & Tele- 
graph Co.; Leslie Killam, 








A “Close Up’ at the Minnesota Meeting at Paynesville. 


largest attendance was at the Watertown 
meeting, 81 being present; the Deer River 
meeting drew the smallest attendance, the 
number being 22 from the four companies 
represented. At the Watertown and 
Crookston meeting 15 companies were 
represented and 13 at the Staples meeting. 





Meeting of Telephone Pioneers of 
America in New York. 
James T. Moran of New Haven, Conn., 
president of the Southern New England 
Telephone Co., was elected president of 
the Telephone Pioneers of America at the 
annual convention of the organization held 
at the Hotel Commodore, New York City, 
August 26, 27 and 28. Mr. Moran suc- 
ceeds H. B. Thayer, chairman of the 
American Telephone & Telegraph Co., as 

head of the pioneer organization. 
Other new officers are: 
president, F. 


Senior vice- 
A. Stevenson, director, long 





general plant superintendent 
of the Wisconsin Telephone 
Co., and Miss Katherine M. 
Schmitt, supervisor of training schools for 
operators, of the New York Te'ephone Co. 

Following the executive session visits 





The Watertown Meeting Was the Largest Attended of the Minnesota District Conferences 


were made by the 2,000 pioneers who at- 
tended the convention to the Bell telephone 
laboratories, the long distance central 
offices at 24 Walker street, and the Walker 
machine switching, central office, one of 
the largest of its type in the world, also 
at 24 Walker street. 

The convention opened Thursday even- 
ing with an informal gathering at the 
Hotel Commodore. On Friday morning, 
there was a session of the general assem- 
bly, the legislative body of the organiza- 
tion. On Saturday morning a meeting of 
the entire body of pioneers was addressed 
by Thomas A. Watson and H. B. Thayer. 
Added welcome to the city was extended 
the pioneers by Walter S. Gifford, presi- 
dent American Telephone & Telegraph 
Co.; E. S. Bloom, president, Western 
Electric Co.; H. F. Thurber, chairman of 
the board, and J. S. McCulloh, president 
of the New York Telephone Co. 

A film of the new synchronized talking 
moving pictures was shown. 


Union Telephone Co., Chatham, 
Ill., Sold and Name Changed. 
The Union Telephone Co. of Chatham, 

Ill, has been sold to a new corporation 

called the Sangamon County Electric & 

Telephone Co., 

Chatham. It is being managed by Charles 

Masters, property at 


with headquarters at 


who owns the 


Divernon as well as at Pawnee, III. 
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We specialize in Telephone Securities—Consult us about your financial problems 


Baker.Walsh & (ompany 


CHICAGO 
29 South La Salle Street Telephone Randolph 4553 











Kee Wn ad LOOK INTO THIS NEW WALL 


DREADNAUGHT 


This new steel torch combines all the advantages of the time-tried older 












s+ Dreadnaughts with a number of improvements. Built for heavier work, to give 
ip Cup Brazed to r y . A . 7 
Supply a bigger, hotter flame. New burner cleans itself automatically. All joints 
Fier. Plug on Top brazed with hard brass spelter solder; every torch tested. Can be used in all 
| Ley kinds of weather. A better “service with safety” torch that has been adopted 
Dirt to Enter by many of: the largest public utility companies. Let us tell you more about 
Has Double the new Dreadnaught No. 41. 


— P. WALL MFG. SUPPLY CO. 


3126-66 Preble Ave.,N.S. Pittsburgh, Pa., U.S.A. 


Since 1864 




















: Not long 
* ago he was 
PETER 
SOUR, with 
lines down and (-] 
destroyed. 47) 
But now, since using EVER- 
PROTECT CABLE COMPOUND, 
his lines are insured with a protective 


coating that’s guaranteed to stay. 
Order from your jobber or direct. 

















National : 
SMILING PETE Cable Compound Co. Depe ndable Service ! 
MITCHELL. INDIANA This ringing equipment never 











fails. No attention is required 
except occasional lubrication. 


Once installed your ringing trou- 
bles are over and your ringing 
service is 100%. 


Note Protection at Corners 


a 
Blake Insulated Staples 


Unequalled for telephone and 
beil wiring. The fibre insula- 
tion prevents troublesome 





Send for illustrated circular. Or 
better still give this unit a test in 
your exchange. We stand back 





- short circuits and grounds. of it. 
— one The Holtzer-Cabot Electric Co. 
Write for Samples 


125 Amory St., 6161 So. State St., 
Boston, Mass. Chicago, Ill. 


Blake Signal & Mfg. Co. 
BOSTON, MASS. 





To say: “I saw it in TELEPHONY” identifies you. 








Personal Notes From the Field 








Charles P. Cooper has resigned as 
president of the Ohio Bell Telephone Co., 
Cleveland, Ohio, to become a vice-president 
of the American Telephone & Telegraph 
Co., succeeding Edgar F. Bloom, who was 
recently elected as president of the West- 
ern Electric Co. 

E. F. Carter, a vice-president of the 
Southwestern Bell Telephone Co., located 
at St. Louis, has been elected president of 
the Ohio Bell Telephone Co. to succeed 
Mr. Cooper. These changes became effect- 
ive August 24. 

Mr. Cooper is a native of Ohio and is 
42 years old. He is a graduate of the 
engineering department of Ohio State Uni- 
versity, and began his work in the tele- 
phone industry in 1908 with the engineer- 
ing department of the New York Tele- 
phone Co. Later he was division plant 
engineer in Buffalo and also in Albany. 

During the war he was general super- 
intendent of plant for the Chesapeake & 
Co. in charge of 
emergency construction work at Washing- 
ton, D. C. About six years ago he was 
transferred to Cleveland and associated 
with the Ohio Bell Telephone Co. as gen- 


Potomac Telephone 

















Edwin F. Carter, Now President of Ohio 
Bell Telephone Co., Cleveland, Ohio, Be— 
gan Telephone Work in Missouri in 1900, 
as Installer, and Became a Vice-President 
of the Southwestern Bell at St. Louis. 
and 


eral manager, 


president. 


vice-president finally 


Mr. Cooper’s work in the development 
of The Ohio Bell Telephone Co. made him 
an outstanding figure in the Bell system. 
In the short time he was its president, the 
company made rapid 


strides toward a 





place in the front rank of the associated 
Bell companies, 

As an A. T. & T. official, Mr. Cooper 
will have charge of certain branches of 
operating administration. 


During his connection in Ohio Mr. 

















Charles P. Cooper, Former President of 
Ohio Bell Telephone Co., Has Been Elected 
a Vice-President of American Telephone & 
Telegraph Co. Mr. Cooper Made Many 
Friends Among Ohio Independent Men by 
His Ready Cooperation in Promoting the 
Interests of the Telephone Industry. 


Cooper won friends Ohio 
Independent telephone men, by reason of 
his fairness and willingness to cooperate 
with them for the best interests of the 
telephone industry. They all unite in 
wishing him success in his new work in 
New York. 

Mr. Carter, the new president of the 
Ohio, has been in the telephone industry 
1900 when he went with the Bell 
Telephone Co. of Missouri as an inspector. 
He has held several important posts with 
the Southwestern Bell Telephone Co., hav- 


many among 


since 


ing been general commercial manager 
when he was made vice-president last 
March. 


Robert Malcolm Bruce, plant super- 
intendent of the Rochester Telephone 
Corp., of Rochester, N. Y., has been asso- 
ciated with the telephone industry in New 
York for 28 years. He rose from the 
ranks to his present position of prominence, 
enriched by a varied store of knowledge 
of the field secured by an intensive hand- 
to-hand experience as a resumé of his life 
reveals. 

He was born on January 15, 1879, at 
Auburn, N. Y., where he was educated 
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in the public schools of that city. Becom 
ing interested in telephone work when yet 
at school, in October 1898 he sought and 
was given a position as installer’s helper 
with the Bell Telephone Co. at Buffalo, 
N. Y. In 1899 he was transferred to the 
switchboard installation department, and 
in 1900 worked on the first common bat- 
tery installation in Rochester. 

In the latter part of 1900 he became 
night wire chief at the Seneca central 
office in Buffalo, and in 1904 was trans- 
ferred to the Tupper central office as wire 
chief. Later in the same year Mr. Bruce 
was appointed wire chief of the Seneca 
central office. 

He was transferred to Rochester in 1906 
as district wire chief and has been ther: 
ever since. In 1910 he became district 
plant superintendent of the Rochester dis 
trict of the New York Telephone Co. 

During 1912 the western division plant 
department was reorganized, and all de- 
partmental work transferred to the Buffalo 
office. In connection with this reorganiza- 
tion, Mr. Bruce’s title was changed to dis- 
trict equipment supervisor, which position 
he held until August 1, 1921, when he was 

















Robert Malcolm Bruce Has Been Assoc'- 
ated with the Telephone Industry in New 


York for 28 Years, Rising to His Present 
Position with the Rochester People Through 
Demonstrated Merit. 

appointed assistant plant superintendent 
the Rochester Telephone Corp. On Janv- 
ary 1, 1922, he was appointed to his prt 
ent position in that corporation. 

Some idea of the amount of work di 
under the supervision of Mr. Bruce si 


his association with the Rochester Te! 
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phone Corp. may be gleaned from the fact 
that during the three years ending Decem- 
ber 31, 1924, $1,650,000 were spent on re- 
placements and additions to the outside 
plant, and $1,215,000 were spent on private 
branch exchange and station apparatus, 
making the total expenditure for these 
items during this three-year period, $2,- 
865,000. In addition to this, $1,500,000 
were spent for supplies. 

One of the serious problems which con- 
fronted Mr. Bruce was the need for de- 
veloping trained men in order to meet the 
demands created by the company’s large 
construction program. On January 1, 
1922, there were 277 employes on the plant 
department payroll, and a study of the 
situation revealed the necessity for adding 
over 200 men in order to accomplish the 
desired results. 

These men had to be specially trained 
and developed. Schools were established 
for teaching installation work and cable 
splicing, with the result that there are 
now about 500 employes in the plant de- 
partment, an increase of 79 per cent. 

Thorne A. Browne, chairman of the 


Nebraska State Railway Commission, was 
defeated for renomination in the recent 
state-wide republican primary, by John H. 


Miller, who has made several essays in the 
past and who has been a traveling sales- 
The 
Browne was a big surprise 
newspapers, editors 
rebuked the 


man and a grocer in 
defeat of Mr. 
to the 
sharply 


recent years. 
whose have 
voters for turning 
outstanding ability and 
with ten years of training for the work. 
Mr. Browne 


down a man ot 
began his connection with 
the work as secretary, in 1916, and in 1919 
was named by the governor to fill the un- 
expired term of Commissioner Wilson, 
He was elected in 1920 for 
a full term by a majority of 130,000. 
Opposition to the policies of the commis- 
$10n 


who resigned. 


rate 
misconception that its 
job is merely to refuse all requests for ad- 
ditional revenue when it is plainly its duty 


in giving telephone companies 


creases, and the 


to find out what are just and reasonable 
undoubtedly contributed to Mr. 
Browne’s defeat. 

\Ir. Browne has written most of the tele- 
phone company and he is well 
known to the men in the industry by rea- 
son of his sympathetic treatment of their 
problems. He has addressed the state as- 
sociation convention 


Fates, 


orders, 


on several occasions. 
He has resigned from the commission, ef- 
fective September 15, 


to become assistant 


to the industrial commissioner of the 
Omaha chamber of commerce. 

Alden L. Hart, Milwaukee, Wis., 
formerly for connecting companies, 
of the Wisconsin Telephone Co., has been 
appointed general commercial agent of the 
con any. 


agent 


Hart’s period of telephone serv- 
ice extends trom 1905, when he started 
as installer with the Cincinnati & Suburban 
Bel! Telephone Co. at 


Cincinnati. He 
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later became switchboard inspector and 
P. B. X. installer and in 1909 was trans- 
ferred to the engineering department of 
that company. 

In 1911 he went to Chicago as service 
inspector and in 1912 entered the employ 
of the Wisconsin Telephone Co. as service 
inspector in the Eau Claire district. The 
following year Mr. Hart changed to Mil- 
waukee, where he served as division traffic 
supervisor and district traffic chief until 
1917. 

During the war Mr. Hart served with 
the U. S. Signal Reserve Corps. He was 
commissioned a lieutenant in December, 
1917, and went overseas in February, 1918. 
At the time of discharge he held the rank 
of captain. 

In 1919, 


military 


shortly after his release from 
service, he went on the staff of 
the general commercial superintendent as 
special agent and in 1920 was appointed 
agent for connecting companies, which 
position he held until July 1 of this year 
when he was promoted to general com- 
mercial agent. 

Mr. Hart, in his capacity, will 
supervise public relation and educational 
activities, relations with 
panies, special contracts, 
commercial service 
assignments. 

W. C. Cooper, 


ager at 


new 
connecting com- 
sale of securities, 
studies, and _ special 
former district man- 
Hastings, Neb., for the 
Telephone & Telegraph Co., 


Lincoln 
underwent two 
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but at last re- 
nicely. Mr. Cooper 
is one of the best known and most popu- 
lar among the telephone men of Nebraska. 


serious operations recently, 
ports was mending 


Sergius P. Grace, commercial devel- 
opment engineer of the Bell 
Laboratories, Inc., is recovering from an 
illness which confined him to bed for about 
four weeks. He is 
the Adirondacks. 
Max Wike, of Barry, II 
ager of the 
phone Co., Geneseo, Ill. He 
Arthur Peterson 
after 25 years’ 


Telephone 


now recuperating in 


l., is now man- 
Tele- 


succeeds 


Geneseo Cooperative 


who recently resigned 


service with the system 
Traffic Conferences Being Planned 

by Nebraska Telephone Co. 
The Northwestern Bell and the 
Telephone 


Lincoln 
& Telegraph companies are 
making arrangements to hold traffic 
ferences in the 


con- 
various parts of their 
in the near future. 
Kloidy of the 

will be issued to 
all telephone companies to arrange to have 
their chief operator, and as 
operators as can be spared their 
duties for the day, to attend the conference 
in their neighborhood. 

Mr. Kloidy regards this as an excellent 
chance to improve service, 


Nebraska territory 
Through Secretary 
association, 


state 
invitations 
many other 
from 


as the oppor- 
tunity will be afforded to hear operating 
practices discussed and explained by 
Managers will also be 


ex- 


perts. invited. 











to have warranted merit. 
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Telephone Mergers 


HERE are many Telephone Companies in which con- 

solidations could be effected to advantage, as thereby 
they would be enabled to finance extensions, make improve- 
ments, refund outstanding obligations and generally place 
themselves in the strongest financial position. 


We are prepared to investigate the possibilities for new 
development, purchase or consolidation in the Independent 
Telephone Field, and have facilities for financing such pro- 
jects as shown by our engineering and financial analyses 


We shall be glad to advise with you and answer any in- | 
vestment questions. No fee or obligation of any sort is at- 
tached to this investigation. 


Paul C. Dodge & Co., Inc. 


10 South La Salle Street Phone Franklin 6260@ 
CHICAGO 
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“I saw it in TELEPHONY” 


identifies you. 





What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 






missions, Courts and City Councils in Matters Concerning ‘Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Complaint Filed in Kansas Charg- 
ing Telephone Trust. 
Existence of a telephone trust to crush 
competition was charged in a complaint 
presented to the Kansas Public Service 
Commission on August 27 by the Hia- 
watha Mutual Telephone Co. of Hiawa- 

tha, Kans. 

W. E. Archer, Republican floor leader 
in the Kansas house of representatives, 
filed the complaint, naming as respondents 
the Northeast Kansas Telephone Co., also 
of Hiawatha; the United Telephone Co., 
the Southwestern Bell Telephone Co., and 
the American Telephone & Telegraph Co. 

“The United Telephone Co., the South- 
western Bell Telephone Co. and the Amer- 
ican Telephone & Telegraph Co. control 
the policy, service and management of 
the Northeast Kansas Telephone Co.,” the 
complaint stated. 

“By reason of the interlocking corporate 
control of respondents, a telephone trust 
has been created . . to prevent compe- 
tition and the full and free pursuit of the 
business by the Hiawataha Mutual Tele- 
phone Co. . . . While to the public it ap- 
pears that said corporations are doing busi- 
ness independently, they are in truth and 
in fact one concern and are manipulated 
to the interest of a single group of tele- 
phone owners and operators.” 

Subscribers of the Hiawatha Mutual, the 
complaint alleged, are refused satisfactory 
long distance service, frequently being told 
by the operators to place toll calls at 
Northeast Kansas Telephone Co. stations. 

The complaint cited the names of several 
Hiawatha citizens, who have been urged 
to abandon the service of the Hiawatha 
Mutual for long distance calls. 

It also stated a long distance operator, 
when requested by a subscriber to speed 
up a long distance call because of sick- 
ness in a family answered: “That’s just an 
old stall.” 

“The respondent companies,” the peti- 
tion added, “refuse to extend to the sub- 


scribers of your petitioner long distance, 


service, and harass, annoy, hinder and de- 
lay such service in order to accomplish 
by unlawful means the obtaining of all the 
telephone business in the city.” 


Indiana Company Seeks to Pur- 
chase Neighboring Competitor. 
The Citizens Telephone Co., Decatur, 


Ind., has petitioned the public service com- 
mission for permission to buy the property 
of the Domestic Mutual Telephone Co., 
which operates 35 telephones in Hartford 
township, Adams county. 

The Domestic company has connections 





with the Decatur company’s exchange at 
Linn Grove. The owners of the Domestic 
company are farmers, and they have de- 
cided that their service will be improved 
by selling to the Decatur concern. 


Bell Company Raises Rates at 
Council Bluffs, Iowa. 

Northwestern Bell Telephone Co. has 
announced a horizontal increase in rates 
to subscribers at Council Bluffs, Iowa, of 
approximately 25 per cent, which became 
effective September 1. Collections for serv- 
ice are made monthly in advance. 

Rate for residence, individual line, will 
be $3.50 a month or 50 cents advance and 
rates on party lines are correspondingly 
higher. 


Nebraska Commission Dismisses 
Depreciation Investigation. 

An order of dismissal, without prejudice 
to additional or new proceedings at a later 
date, has been entered by the Nebraska 
State Railway Commission in the pending 
investigation as rules and regulations con- 
cerning depreciation reserve accounts of 
public utilities, covering all classes of 
service corporations. 

On its own motion, in 1920, the commis- 
sion began this study, and hearings were 
held from time to time, developing much 
difference of opinion between the different 
public utility corporations as to the meth- 
ods of handling such reserve accounts. 
Not all the corporations subject to - the 
regulation and supervision of the commis- 
sion followed the same rule. Each rule 
had its many adherents. 

Among other things involved was a 
provision in an order entered by the com- 
mission in 1918 directed to the then 
Nebraska Telephone Co., predecessor to 
the Northwestern Bell Telephone Co. in 
Nebraska, requiring charges to the reserve 
account to be upon the basis of replace- 
ment cost. The rule of this company was 
that the charges should be upon the basis 
of investment cost. An order to show 
cause was involved as to why the original 
order was not observed. 

3efore the matter came on for a final 
adjudication, various state commissions 
and the Interstate Commerce Commission, 
jointly, began consideration of the same 
general matters, and the Nebraska investi- 
gation was allowed to lag. No conclu- 
sions have yet been reached in that joint 
investigation because of the many diverse 
and conflicting situations involved in one 
method to be applied to various classes of 
public utilities. 

The commission feels that under the cri- 
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cumstances it is advisable that the 
Nebraska proceedings be discontinued and 
dismissed in order that upon conclusion of 
the joint investigation they may be re- 
newed in the light of the wider experience 
of recent years. 


Complains to Commission Because 
of Party Line Rearrangement. 
John T. Walker, manager of the Citizens 

Mutual Telephone Co. of Greeley, has ad- 

vised the Nebraska State Railway Com- 

mission that there is no reasonable ground 
for the complaint made by F. S. Grosse, 
secretary of the Walnut Grove Telephone 

Co., of Venus, that the latter’s service had 

been impaired by the rearrangement of 

service made to patrons in the Middle 

Branch neighborhood. 

He says that the number constituted an 
overload and an interference with serv- 
ice, and that better results have been se- 
cured by routing them through the Page 
exchange. He says that he has been un- 
able to settle the matter amicably with 
Mr. Grosse, because the latter, when the 
matter of rearrangement was discussed, 
always threatened to take the matter to 
the commission and would do nothing. 


Asks Complainants to File Formal 
Complaint to Obtain Action. 
The Nebraska State Railway Commis- 

sion has ruled that the Bristow Chamber 

of Commerce, which made _ complaint 
through Frank Talich, an official, that the 

Northwestern Bell Telephone Co., was 

favoring the farmers at the expense of 

the town patrons, must file a formal com- 
plaint in order that proper jurisdiction and 
action may be taken. 

The controversy is unusual. The com- 
pany, in an effort to placate some pro- 
testing farmers, gave them the choice of 
either the Bristow or Spencer exchanges, 
but required town patrons to pay a toll 
if they desired to talk to anyone in the 
other town. 

The commission requires the objectors 
to state formally what they wish done— 
the discrimination removed or the power 
of choice taken away from the farmers. 


Court Orders Company to Restore 
Service to Subscriber. 

An order, instructing the Interstat 
Telephone & Telegraph Co. of Durham 
N. C., to immediately restore service to 
the home of J. C. Parrish of Durham, was 
handed down by Judge F. A. Daniels on 
August 21. It was sent to the clerk oi 
Durham county superior court. 

Mr. Parrish filed a petition with the 
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August 18, 
porary order to restore service at his home, 


court on requesting a tem- 
which he alleges, was discontinued without 
notice on August 16. 

The petition of Mr. Parrish sets forth 
that the payment of 
telephone bills on or before the 10th day 
of each month; that he has been a sub- 


company demands 


scriber to the telephone company for sev- 
eral years, and that he has always paid 
all bills on time, with the exception of the 
hill for the month of May, which he over- 
looked. 

When the matter had been called to his 
attention on May 15, he immediately paid 
the bill, and there was, at that time, no 
further complaint on the part of the com- 
forth that 
ceived this bill for the month of June it 


pany. He sets when he re- 
carried an item of $1, which was listed as 
“restoration of service” fee. 

He paid this, he declares in his petition. 
The like 
entry on the telephone bill and he refused 


following month, there was a 
to pay it, paying $2.25, the regular monthly 
charge for telephone service, which was 
accepted by the company. 

The August bill, he declares, also con- 
tained a “restoration of service” entry of 
$1, and this he refused to pay until given 
a reason for the charge. He was _ in- 
formed, he declared, that the manager of 
the company was at that time, away from 
the city, but that the matter would be 
called to his attention immediately after 
he returned. 

Mr. Parrish declares he received no fur- 
ther notice of the case until August 16, 
when his telephone service was discon- 
tinued without notice. 

After Common Battery Service In- 
stallation, Higher Rates. 

The Southwestern Bell Telephone Co. 
has been granted an increase in rates in 
Slaton, Texas, by the city commission, 
conditional upon the installation of a new 
common battery system. 

The telephone company expects to spend 
in excess of $77,000 in Slaton in a new 
building, switchboard and equipment and 
the outside plant according to the petition 
it presented to the city commission. 
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Summary of Commission Rulings 


and Schedule of Hearings. 


INTERSTATE COMMERCE COMMISSION. 


September 3: Hearing before Examiner 
Davis in the matter of the joint applica- 
tion of the Central Kansas Telephone Co. 
of Russell, Kans., and the United Tele- 
phone Co. at Abilene, Kans.; for a certili- 
cate that the acquisition by the latter com- 
pany of certain properties of the former 
company will be of advantage to the per- 
sons to whom service is to be rendered 
and in the public interest. 

September 3: Hearing before Ex- 
aminer Davis in the matter of the joint ap- 
plication of the Southern Bell Telephone 
& Telegraph Co. of Atlanta, Ga., and C. 
R. Sikes of Bunnell, Fla., doing business 
at the Sikes Telephone Co., for a certifi- 
cate that the acquisition by the former 
company of the properties of the latter 
company will be of advantage to the per- 
sons to whom service is to be rendered and 
in the public interest. 

September 3: Hearing before Examiner 
Davis in the matter of the joint applica- 
tion of the Southern Bell Telephone & 
Telegraph Co. of Atlanta, Ga., and the 
Broward Utilities Co., Hollywood, Fla., 
for a certificate that the purchase by the 
former company of the properties of the 
latter company will be of advantage to the 
persons to whom service is to be rendered 
and in the public interest. 

September 3: Hearing before Exam- 
iner Davis on the joint application of the 
Bell Telephone Co. of Pennsylvania and 
the Meadville Telephone Co. of Mead- 
ville, Pa., for a certificate that the ac- 
quisition by the former company of certain 
properties of the latter company will be of 
advantage to the persons to whom service 
is to be rendered and in the public interest. 

INDIANA. 

August 26: Hearing on application of 
the Citizens Telephone Co., of Decatur, 
for permission to purchase the property of 
the Domestic Mutual Telephone Co. which 
operates 35 telephones in Hartford town- 
ship, Adams county. 

KANSAS. 

August 27: Complaint filed by the Hia- 
watha Mutual Telephone Co., of Hiawatha 
charging the Northeast Kansas Telephone 
Co., the United Telephone Co., the South- 
western Bell Telephone Co., and the Amer- 
ican Telephone & Telegraph Co. with cre- 
ating a telephone trust “to prevent com- 
petition and the full and free pursuit of 
the business by the Hiawatha Mutual 
Telephone Co.” 

MINNESOTA, 

September 2: Hearing at Newfolden, 

on application of the Newfolden Central 





tapered, 
strength and life. 
stocks seasoned to 


loadings. 


Ler us quote you on your next require- 
ments in Cedar Poles. We can supply 
your needs with Poles grown on the 
mountains of British Columbia where . 
the climatic conditions are just right CRC mo " 
to produce a close grained cae, en Ca, x VW 

insuring you maximum 


Sufficient 
insure prompt 


Delivered prices anywhere. 
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Telephone Co. for authority to change its 
charge for rural switching service for its 
Newfolden exchange within the village of 


Newfolden, county of Marshall, for 35 
cents a month to 50 cents a month. 
NEBRASKA. 
August 20: In the matter of the ap- 
plication of the Loup Valley Independent 
Telephone Co. for authority to charge 


gross and net rates on switching service, 
it appearing that the request is reasonable 
and a proper method of keeping down un- 
collected balances, ordered that the com- 
pany be authorized to collect 60 cents a 
month or $1.80 a quarter, where the pay- 
ment in advance is not made before the 
10th of the month or during the first 
month of the quarter. 

August 20: On the application of the 


AUTOMATIC CLEANING 

\, NEEDLE 

~~” VALVE SEAT. REMOVABLE 

NO ENLARGED \ JET BLACK 
ORIFICE —_ \ 
























‘WIRE SPRING 


\ 
COOL HANDLE HOT POINT 


WILL NOT 
CHILL 


LARGE 
GENERATING 
SPACE 


18 GUAGE 
STEEL TANK 


WELDED 
BOTTOM 


“FEED PIPE 
WITH WICK 


Backed by the Name 


UNIQUE 


“Constructed today for the demands 
of tomorrow’’—that is the under- 
lying policy that governs the con- 
struction of every Unique furnace. 
Quality above all else is the creed 
of Unique craftsmanship. 

There are features, too, such as its 
automatic orifice cleaner, that con- 
tribute to its unusual efficiency and 
make it indispensable to any tele- 
phone man. 


A catalog is waiting your inquiry. 


UNIQUE MFG.CO, 


113. N.DESPLAINES ST. 
CHICAGO, ILL. 











aN 








yard 


Paper Insulated Telephone Cables 





are so protected mechanically and electrically as to 
insure the highest quality of service with a mini- 
mum expense for upkeep. 

For further information write our nearest office. 


Standard Underground Cable Co. 







BosToN WASHINGTON CHICAGO KANSAS CITY 
SULLIVAN CREEK LUMBER CO., Ltd. New York ATLANTA Derrott SEATTLE 
PHILADELPHIA PITTSBURGH St. Louis Los ANGELES 


Birchbank, B. C. 
Producers of Quality Poles Priced Right 


SAN FRANCISCO 
For CANADA: STANDARD UNDERGROUND CABLE Co. 
oF CANADA, LimITED HAMILTON, ONT. 
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1411 South Park Ave. 


Valuetion—Supervision—Plant—Inductive 
Expert Administrative Counsel for Utilities 
JAY G. MITCHELL 


TELEPHONE ENGINEER 
Member A I.E. E. 
Member W. S. E. 


Interference 


Springfield, Ill. 


















Menadnock Building 


Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 


CHICAGO 





















SEATTLE - 


CONSULTING 
Telephone Engineer 


GARRISON BABCOCK 
1107 White Building 


WASHINGTON 



















Telephone 


800 North Cedar St. 


HARRY N. FARIS 


Consultant 


Service Investigations Rebuilding Programs 
Rate Studies and Fundamental Plant Plans 


Allied Accounting Service 


Abilene, Kans. 



















WwW. Goo 


Telephone Bidg. 


POLK 


CONSULTING TELEPHONE ENGINEER 


Plans, Estimates and Reports, 
Appraisal and Supervision 


Can arrange a moderate amount of financing, 


Kansas City, Me, 


















W. H. CRUMB 


Telephone Engineer 
9 South Clinton St. 


Chicago 


















“COFFEY 


‘TELEPHONE ACCOUNTING 


SYSTEM” 


The Independent Standard 


Coffey System and Audit Co., C. P. A. 
607 Peoples Bank Bidg. 
Exclusive Telephone Accountants 


Indianapolis, Ind. 















ancial 






Cyrus 
1217 First National 







J.G.WRAY & GO. 
Telephone Engineers 
falists in Appraisals, Rate Surveys, 
Investigations, 
and Operation of Telephone 


J. G. Wray, Fellow A. I. E. EB. 


Organization, 
Companies, 


G. Hill 
Bank Bidg., Chicago 














JROMNStIgN 1 


TELEPHONE 


















During recent years 
I have been privileged 
to appraise Telephone 


Exchanges all over 
the nited States. 
The list totals 520. 


Would you like to 
avail yourself of my 
services? 


903-4 Lemcke Building 














TELEPHONY 


Northwestern Bell Telephone Co. for au- 
thority to close its toll station at Richfield. 
there being no objection from persons of 
the neighborhood and it appearing that sat- 
isfactory service is furnished by farm lines 
from the exchange at Papillion and that 
the public interest would be subserved by 
the discontinuance of the station, it was 
so ordered. 

August 20: In the matter of the appli- 
cation of the Northern Telephone Co. for 
authority to charge gross and net rates at 
its exchange at Niobrara, it appearing that 
the request is reasonable and proper, it is 
ordered that the company be authorized 
to charge the following gross rates at 
Niobrara exchange: Business, $2.50 per 
month; residence, $1.75; and switching, 60 
cents, with the proviso that where the 
rentals are paid in advance, there shall be 
allowed a discount of 25 cents a month, 
and where switching charges are paid dur- 
ing the first quarter, they shall be dis- 
counted 30 cents. 

August 20: In the matter of the cita- 
tion of the Wehn Telephone Co. for de- 
claring dividends not earned, it appearing 
that the dispute has been amicably settled, 
ordered that the case be dismissed. 

August 23: In the matter of the appli- 
cation of the Ansley Telephone Co. for 
authority to charge gross and net rates 
on its exchanges at Ansley and Berwyn, 
it appearing that they are reasonable and 
proper, ordered that a charge of 25 cents 
a month be added to the legal rates here- 
tofore fixed where the urban rentals are 
not paid in advance during the month or 
where rural charges are not paid during 
the first quarter. 

August 23: In the matter of the appli- 
cation of the Meadow Grove Telephone 
Co. for authority to charge gross and net 
rates, it appearing that the request is rea- 
sonable and proper, ordered that company 
be authorized to make the usual addition to 
existing rates where payment is not made 
in advance. 

August 24: In the matter of the inves- 
tigation ordered as to the rules and regula- 
tions of common carriers doing business 
in Nebraska, having special reference to 
the setup of depreciation reserve accounts, 
ordered that it be dismissed without prej- 
udice to later proceedings, pending a de- 
termination by the Interstate Commerce 
Commission of matters connected there- 
with. 

August 24: Application filed by the 
Northwestern Bell Telephone Co. for au- 
thority to establish rates from its new 
Glendale exchange in the city of Omaha, 
with permission to charge $10 and $8 a 
month for business and $4.75 and $4 for 
the entire Omaha, Bellevue and Ralston 
exchange area, with corresponding rates 
for two other areas described in the peti- 
tion. 

August 25: Complaint filed by the Re- 
publican Valley Telephone Co. against the 
Glenwood Telephone Co., alleging refusal 
of the latter to furnish connections for 
toll calls to Bladen and Blue Hill. 

August 26: In the matter of the com- 
plaint of Frank Talich, of Bristow, against 
the Northwestern Bell Telephone Co., al- 
leging discrimination as between town and 
rural patrons, ordered that formal com- 
plaint be filed to give commission proper 
jurisdiction. 

New York. 

August 31: Hearing at Albany in the 
matter of a proposed schedule of rates, 
charges and rentals for the telephone serv- 
ice and facilities of the Columbia & Rens- 
selaer Telephone & Telegraph Co. of 
West Lebanon. 





To say: 
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ACCOUNTING! 


Specialization on Public Utility Account- 
ing Records and Audits enables us to best 
serve Telephone Companies. 


HERDRICH AND BOGGS 


ied Public Accountants 


1014 Sesheue Bank Bldg., Indianapelis, Ind. 








BRUCE V. HILL 


Telephone Engineer 


Construction — Maintenance—Transmission— 
Inductive ae Studies 
Member W. 
Fellow Amer. Physical Soc. 


1331 Monadnock Blk. Chicago 











GUSTAV HIRSCH 


Consulting Engineer 


In all branches of Telephone Engineering 
Rate Cases, Appraisals, Financial 
Investigations, Inspections 
and Reports. 


COLUMBUS ~ OHIO 











LIGHTNING ARRESTERS 


Manufactured by 
MINNESOTA ELECTRIC CO. 
Minneapolis, Minn. 








ACCOUNTING 


Telephone System & Accounting Co. 
406 W. 34th Street 
Kansas City, Mo. 

W. J. MAROLD, President 








Rate Cases Valuations 


Charles W. McKay 


Financial Reports 
448 Wrigley Building 


Phone Superior 3016 


Chicago 








THE BOWDLE SYSTEM 


Always shows you where you stand. 

We havesolved the bookkeeping prob- 

lem of a large number of companies. 
Write us abour our 
monthly audit 

Bowdle Accounting Systems 
Cerro Gorde, Illinois 
















William C. Strehl 


Telephone Expert 
WISCONSIN MINNESOTA IOWA 
Specializing in Overhauling and Insta'ling Switchboards 
P. O. Box 458 La Crosse, Wis. 
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NAUGLE POLES 


Northern and Western Cedar 


Butt-treated or Plain 


AP. OLC) ms 0) Bom as BO OP 


59 East Madison St., Chicago 























September 4, 1926. 


Rates 8 cents per word, payable in advance. 


TELEPHONY 


OPPORTUNITIES! 
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Minimum charge $1.50. Send cash with order. 





“REBUILT” TELEPHONE 
APPARATUS 


and exchange equipment saves you 30 
to 50 per cent—quality and efficiency 
guaranteed. 

EVERYTHING YOU NEED 


for the installation and operation of a 
complete exchange—Magneto or Cen- 
tral Energy. 


TWENTY YEARS’ SUCCESSFUL 
OPERATION 


of our “Rebuilt” Equipment Depart- 
ment puts it pkst the experimental 
stage. Ask for our Free No. 78 Bar- 
gain Bulletin. 


ADDRESS 
“Rebuilt” Equipment Department 


Premier flertric Lompany 
Chicago, IIl. 


“REBUILT” when connected with 
PREMIER means something. 








POSITIONS WANTED 


POSITION—As troubleman or combi- 
nation man. Twelve years’ experience, 
magneto and common battery. Not 
afraid of work. Address 6666, care of 
TELEPHONY. 








STEADY POSITION WANTED—As 
trouble shooter or lineman. Four years’ 
experience on common battery and mag- 
neto. Plenty of references. Address 
6664, care of TELEPHONY. 








Rebuilt Magneto 


Telephone Equipment 


A limited number of the 


fine condition. 

Stromberg - Carlson, ba! | 
swivel, local battery desk 
stands only, complete 
with receiver, transmitter 


fol- 


lowing rebuilt equipment in very 


and mew cord..........«. $4.00 


Dean desk stands only, local 
battery, non-breakable, 
with induction coil, com- 
plete with receiver, Dean 
or Kellogg transmitter 


and new cord........... 4.00 
Dean compacts, 3 or 4 bar 
gen., 1000 or 1600 ohm 
ee 6.00 
Stromberg-Carlson Des k 
Sets, with misc., good 
signal boxes, 3 or 4 bar 
gen., 1000 or 1600 ohm 
PL ciakapnecemnveen 6.25 
Dean desk sets, 3 or 4 bar 
gen., 1000 or 1600 ohm 
EE i ddbeonakein eee 6.50 
Write for our Latest Bulletin. It’s free. 
Electrical Instrument Repair Go. 
1721 W. Adams Street Chicago, Ill. 


WANTED 





Get your Telephone Repair 
Work done at the old reliable 
Telephone Repair Shop. 
SUTTLE EQUIPMENT CO., 


Lawrenceville, Illinois. 














PERMANENT POSITION WANTED 


—By telephone lineman. Have had 
four years’ experience. Am a married 
man. Would prefer Nebraska, Colo- 


tado, South Dakota or Minnesota. Good 
references furnished. Address 6652, care 
of TELEPHONY. 





POSITION WANTED—By two ex- 
perienced operators. One or two chair. 
Address 6669, care of TELEPHONY. 





POSITION WANTED—As wire chief 
or switchboard man. Fifteen years’ ex- 
perience with all makes of equipment. 
Can come at once. Satisfaction guaran- 
teed. Address 6667, care of TELE- 
PHONY. 








HELP WANTED 


_WANTED—Good Magneto combina- 
tion man who can take charge of 500 to 
600 telephones. Give references and ex- 
perience. Max F. Hosea, 25-26 Stokes 
Bldg., Indianapolis, Ind. 








WANTED — Lineman for general 
work on telephone system. Must know 
how to care for telephones—construct 
and repair lines. Auburndale Tele- 


Phone Co., Auburndale, Wisconsin. 








New Terminals 


Cook M-20, 11 pair with 
6-ft. stubs, each 
Cook M-10-1, 16 pair, $7.00, 
26 pair each 
Cook M-10-1, 26 pair with 


6-ft. stubs, each......... 12. 


Cook M-8, 10 pair, $2.25, 16 


pair $3.00, 26 pair, each.. 4.00 


Cook S-M-1, 10 pair $7.50, 
20 pair $10.00, 51 pair, 
each 


Cook S-18-D, 26 pair....... 10.00 


Cook T-5, T-19, T-22, T-29- 
D, M-4 and M-13....... 


reer prices on request 


Cook No. 1, No. 3, No. 5 and No. 


7 lightning arresters. 


Cook B-4, B-5, B-10 and B-15 


sub-station protectors. 


Good used B-7 sub-station ar- 


resters. 


BUCKEYE TELEPHONE 


& SUPPLY CO. 


30 W. Spruce St. 
COLUMBUS 


OHIO 








FREE DIRECTORIES 


Companies in Kansas, Missouri, Okla- 
homa, Nebraska and lowa, write for 
our plan. We pay you for your list of 
names. Acme Advertising Co., 818 
Kansas Ave., Topeka, Kans. 





WANTED TO EXCHANGE — Well 
improved quarter of good corn land, all 
tillable, in Swift County, Minnesota, for 
telephone property of 300 stations or 
more, located in Southern Minnesota, 
Northern Iowa, or Eastern South Da- 
kota. Would consider run-down prop- 
erty if priced right. Address F. G. 
Papousek, Danvers, Minnesota. 


FOR SALE 


FOR SALE—If you want to purchase 
or sell a telephone property, write H. B 
Crandell, P. O. Box 226, Springfield, Tl) 














Stromberg 1000 ohm ringers....... $ .75 
Dean 1000 ohm ringers.............. .75 
Wood bell boxes, 80, 100, 500, 1000 
ohm ringers 1.00 
Reliable Telephone & Supply Co. 
Chas. Domke, Mgr. 
545 N. Fourth St., Cor. Goodale St. 
Columbus, Ohio 








WANTED TO BUY 


WANTED AT ONCE — Telephone 








plant of 200 to 500 stations. Prefer 
Northern Wisconsin, Minnesota, or 
Eastern North Dakota. Reply direct 
with particulars to G. F. Abbey, Del- 
mont, South Dakota 

Do you make use of your copy of 


TELEPHONY’S “Directory of the 
Telephone Industry”’? The 1926 edi- 
tion was recently compiled and mailed 
to subscribers of TELEPHONY. 


Many appreciated remarks of en- 
dorsement were received and we are 
grateful for the kind comments. It 
makes the publishers realize that 
TELEPHONY’S DIRECTORY is really 
worth while, and is serving a valuable 
use as a reference. 


You will find listings regarding every 
reputable manufacturer of telephone 
apparatus and supplies, together with 
instructive advertising announcements. 


Additional copies may be purchased 

by operating companies for $3.00 each. 
. . 

Telephony Publishing Corp. 


608 So. Dearborn St., 
Chicago, Il. 














The advertiser appreciates your mentioning TELEPHONY 


TELEPHONY 


Vol. 91. No. 





BUYER’S REFERENCE 


Addressing Machines 
A 


Anchors, Guy 

C3, E4, GL H7, Kil, M6. 
Anchors, Twist 

H7. 


Anchors, Screw 
, M6. 
Appraisers 

A2, H4, M10, P5, W2. 
Arms and Brackets (for Holding Tele- 
phones) 


A4, Gl, H7. 
Arresters, Lightning (See Protective 
Devices) 


B12, Gl, M3, N2, 
Auditing, Accounting and Systeme 
Bll, C7, H6, M10, T4. 
Augers 
Gl. 
Automatic Telephones 
Ay, Al2, E5, K1. 
Batteries, Dry General Purpose 
F6, Gl, N1. 
Batteries, Dry Kadio “A,” “B" and “0” 


Ni. 

Batteries, Flashlight 
Nl. 

Mutteries, Storage 
3 


Bells, Magneto 
A4, Gl, H6. 

Belts and Safety Strups (Linemen’s) 
Gi, Ke 

— Books (etc.) 


Bolts and Nuts 
mi, Ld. 

Bolts (nxpansion und Toggie) 
ui, Hi, WA, LZ, No. 

Bond Wires 
cy, Gl. 

Hooks, Telephone 


m4 Battery 
P22 
Bridle Rings 


1 . 
Ksrusber—Carbon—Graphite and 
Metal Graphite for Motors, Gen- 
erators and Kotary Converters 
Nl. 
Cable 
Ad, A7, AS, B6, E5, Gl, Hl, I1, K1, R3, 


Cable Splicing Jointe 
Gl, M6 


Cable Terminals 
A4, C8, Gl, K1, R32, 87. 


Cards, Book Forms 


Clamps, Sgune, Pia 
B12, C2, Gi, oe 
Clamps, Guy 

C8, E4, Gi. L2, M6, N65, R23. 
Climbers 

Gl, K2. 
Clips, Cable 
on C2, Gi, Be L2, M6. 

en 

fe one 
Clocks 

Cl. 
Colls, Induction 

A4, Ab, M65, S88. 
Coils, Rewound 

E2, Pé, Rl. 
o- Resistance 


Condensers 


A4, A9, G1, L3, M6, S89, W3. 
Contuts Fibre 


Conduit |(Creosoted) 


Conduit * . 
A3, C6, G1, N13, W4. 


Connectors, Wire Test 

C8, F6, G1, H5, R2, S88. 
Construction Specialties 

C8, F5, Gl, H5, H7, R2, 88, W8. 
Copper Cables and Strands 

Gl, Hl, R3, S7. 
Cords, Lamp 

A4, G1. 
Cords, Portable 


Cords, Telephone =n Switchboard 
Ag, , Hi, R65, 89 
Gane 
Gl, V3. 
Cross Arms 
A3, Al3, El. G1, G4, P4, W3, W4. 
Cross Arms, Steel 
$4. 
—_ Earth 


prill, Electric 
Gl 

Duct, Undertioor 
G 


Electrical Instruments 
E2, E56, Gl, H5, 88, W1. 
Engineers, Telephone 
a Bl, C10, Fy, F4, Gi, H3, M4, M10. 


Sieneste Service 
C4, C12, B4, B8, D2, D3, G3, K5, M10, 


S5, T8. 

Ford Auxiliary Transmission 
Ww. 

Furnace, Splicers 
wa. 


Fuses, Mica 
A4, C8, K1, R2. 
Generators, Ringing 
Gl, H5, L3. 
Grounding Devices 
Cll, Gl, P32, R2. 
Guy Stretcher 


M6. 
Hammer, Electric 


Hangers, Cable 
. E4, Gl, H7, Kil, L2, N6, R32, 87. 
Hotel 


F8. 
improved 5 a Systems 


. 1, . 


Insula 
G2, od S87. 
Insulate: 
Gl, G2. H2, P2, T3. U1. 
Insulated Copper Wire 
G1, Hil, 87. 
a. Staples 
Insulating Compounds 


Gl, G2. N10, 87. 
Insurance, and Employers’ Liability 


Intercommunicating Systems 
G1, K1, M65, 89. 
Jacks, Pole 
Cs, G1, H13, Kil, T32. 
Knobs 


Kl, P2. 
iiopete Supplies 

C9, G1, H7, K1, K2, P2, Ws. 
Meters (Electrical Testing and Meas 
a 


g 
Gi, 88, W1. 
Office Supplice 


 . ae 
Parts, Special Telephone 

A4, A9, G1,, K1, L3, M5, P4, S89, W3. 
oe 7 Stations 


Pins = Brackets 


A3, El, G4, H7. 
wr Rn 
B2, Gl, M7. 
— .. 
Gl, 
Pliers, iadio’ . Sw itchboara 
Gl, K1, K3. 
Pole Pullers 
G1, H18, T2 


A7, G1, H7, L2. 
Pole Line Hardware 
C2, Gl. H7, Ki, L2, M5. N5, WS. 


in 
A13, B5, El, Gi, 13, K1, M1. M5. N4, 


N6, Pl, P3, Si, S3, T5, T6, T7, W4. 


Protective Devices 
A4, B2, B12, C8, Gi, M3, N2, 
P2. S2 


Pueetes ‘Tools 


B3. 
Radio Supplies 
A4, Kl, M5, W2. 
Rebuilt Telephone Apparutue 
B15, E2, Gl, P6, Rl. 
Reels, Pay-out and Takeup 
G1, Md, Mé. 
Riaging Equipment 
Gl, H5, Kil, L3, W3. 
Service Telephone 


Shelving, Metal 
L5 


Slack Wire Puller 
Mé6. 

Sleeves, Paper 
C8, R2, R3, S87. 

Svuidering iAruus 
rz. 


oes Flux, Puste, Salts 

solder, Lead and Tin 

volder, Self-Fluxing 

am. a Sticks, Liquids, etc. 
cb, Gl. 

Splicers, Furnaces 
wa. 

Splicing Clamps, Pliers, ets 

Gl. 
stapies, Insulated 


cle Pole 

Aj, Gl, H7, L2. 
Strand and Cores 

Cll, Gl, Hl, R3, R65. 
Switchboard Cable 

G1, Ki, R65, S7, S89. 
switchboards, Telephone 

AY, E5, Gl, Kl, L3, M5, 39, W3. 
— (pplicang 


Suaphenee 
Ay, Ki, L3, M5, N9, S¥, WS. 
Telephune Supplies (Jobvers) 
Gi, Ki, Md, No, Ny, Wz. 
Testung Sets 
Ki, Md, M6, S8, W1. 
Tie Wires 


cli. 

Timung Devices 
Cl, #5, V3. 

Rips nud Terminals 
ul, Kz. 

Tovis 


Cy, Gl, Kz. 


Underground renee 
C9, Gl, N10 
Voltmeters 
E2, Kl, W1. 
Winches 
B14, Cy, Gl. 
— Gqsustene 


wire, Seeger. Bare 
A4, Ab, — 
Wire, Coppe 
A4, Ab, at. A8, Cll, 11, Kl, M6, 
Rl, 87, S89. 
Wire, Gpon Clad Steel 
Cilil, 87. 
Wire, Enameled a Magneto 
Ab, AT, Gl, 
wae I te 
Wire, Galvanized Iron 
A656, A7, Gl, I1, K1, R2, P2. 
Wire Reels, Pay-out and Take Up 


Wire, Rubber Covered 
A7, G1, Hl, R656, S87. 
Wire, Telephone and Radio 


Wire, Telephone and Telegrap 
A5, AT, "cll, BS, Gl, I1, i Ps, R3, 87. 


fe, Weatherpreot 
Wire, 
A4, A6, AT, "il, Gi, I1, P2, R3, 87. 
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